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YOU CAN PUT YOUR “% rRoT LINES 


STAGING 


CONFIDENCE INTHE 4 rene 


CLOTHES LINES 

MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 

CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 





in these best selling items 


ART. 514—12 ply Natural, 90 ft. cored balls, 27 Ib. test 


PLY 


orci 


ART. 537—12 ply, 270 ft. cored balls, 27 Ib. test consTRUCTION 


and Featuring 


MIKE} ART. 537-B—10 ply Bleached, 270 ft. cored balls, 24 Ib. test 


Parcel Post Twine is one of our leading 
items — in fact, our 27 lb. test, 12 ply 
is an original feature, as is also our 
bleached white Art. 537-B which is a 
MIKE exclusive. 





ORDERS OF $50.00 OR MORE, FREIGHT PREPAID. Orders 
of less than $20.00 f.0.b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, or Waynetown, Ind. 
Orders of $20.00 to $50.00, freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra charges incurred out- 
side carrier’s regular zone of delivery. 


leveland Mills Company LAWNDALE, NORTH CAROLINA 


14346 Bessemer St. Marietta 3104 Gaston Ave. Waynetown, 
ESTABLISHED IN 1673 Van Nuys, California Minnesota Dallas 26, Texas 
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“NAT” STANDS OUT 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 

the snap and color of National’s high-visibility labeling and uniform packaging. 

These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 

Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 
sales appeal. 


Ask Your Distributor .. . He Knows 





NATIONAL SCREW & MFG. CO. OF CAL. 


F: | HODELL / 

3423 So. Garfield Ave., Los Angeles 22, Cal. p cresren | = 
HO!IS 4 : | 

Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio Mee | 
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HANK AARON 7 f # MICKEY MANTLE 
National League \ o American League 
Batting Champion uses and 4" Batting Champion uses and 
endorses Louisville Slugger Bats G ef endorses Louisville Slugger Bats 


2508 


Ca son 
Hilt a cis 


ht Softball or Baseball, 
@just the bat or bats 


And, of co 
feel when? 
Slugger! 


HILLERICH & BRADSBY COMPANY, Lovisville, Kentucky 


We will be glad to send you copies of the 
1957 Louisville Slugger Bat and Grand Slam 
Golf Club Catalogs for your ready reference 
in ordering from your dealer. Address 
Hillerich & Bradsby Company, Dept. HW-7. 


LOUISVILLE SLUGGER BATS 


Also makers of Louisville Grand Slam Golf Clubs 
For Details Circle 3 on INQUIRY CARD 
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= QUALITY PRODUCTS 


Competitively Priced 








¥/ THE NEW 
W// BIGGER, ROOMIER 
SHAMROCK 


e full 4 cubic foot trade capacity 
light weight — yet tough as the heaviest 

® rugged construction — one-piece seamless 
tray, tubular steel handles, strong pressed 
steel legs, semi-pneumatic tire 


perfect balance — wheel centered 
under load 


THE ROLL EASY GARDEN CART 


A popular seller! Has full molded, semi- 
pneumatic puncture-proof tires, 34” one- 
piece tubular steel handles and 34” channel 
steel legs. Axle brackets welded to body 

for plus strength. 


VALENCIA GARDEN TOOLS 


Carrying the U.S. Steel quality label, Look for our exhibit at 
these rugged tools are made for the a 
budget-minded gardener. They have same , 

A @ No. Coast Retail 
quality steel heads as famous 


Hardware Association 
Black Beauty line. @ California Retail 


Hardware Association 


@ Pacific Southwest 
Hardware Association 


UNITED STATES STEEL PRODUCTS 


5100 SANTA FE AVENUE, LOS ANGELES, CALIFORNIA ¢ 1849 OAK STREET, ALAMEDA, CALIFORNIA 


DIVISION 
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Mossberg’s 3-shot shotguns with multiple chokes 
Shoots all new Magnum loads 





C-LECT-CHOKE Models in 12, 16, 20 and 410 gauges 


3-shot, clip-type, bolt action shotguns with finger-operated C-LECT-CHOKE attached and 
precision engineered to the gun. Today, everyone wants changeable chokes—and here’s the 
finest. All settings from Full to Cylinder Bore are positive and clearly marked. 

Chambered for all 2%” shells including all new Magnums. Model 183K (410 ga.) takes 3” 
shells. All handle rifled slugs. 








Models 195K, 190K, 
185K and 200K have 
vented barrels and cush- 
ion rubber recoil pad. 


' 195D and 190D have re- 
OME) These Retail Prices!* all pad : 
fA 


195K (12 ga.) ... $39.95 185K (20 ga.) .. . $36.95 
190K (16 ga.) ... $38.95 183K (410 ga.). . . $34.95 
200K (12 ga. Pump Action) . . . $52.95 


For changeable choke shooting at rock bottom cost—Mossberg’s popular 
Interchangeable Choke Tube “D” Models— 


195D (12ga.) ... $36.95 185D (20 ga.) .. . $31.95 
190D (16 ga.) .. . $35.95 183D (410 ga.) . . $30.95 


*$1.00 HIGHER WEST OF ROCKIES 


O,0 
230% mark-up for dealer on his cost 


“D” Models with inter- 
changeable choke tubes 

















Carry the full line of Mossberg multiple choke shotguns— 


= and never lose a sale! 
ea | 
4 =) FREE Send for Mossberg’s OSs er 
} complete catalog—the line of guaran- 
1 teed quality. Every item carries 334% 


ww mark-up for dealer on his cost. fo r accura Cy 


- ‘b ee a ee ee ee ee ee ee ee ee ee ee ee oe oe oe 
. O. F. Mossberg & Sons, Inc., 71708 St. John Street, New Haven 5, Conn. 
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COMMEN T — 


If You Could Just Sell 


What do you do all day? 
Do you spend most of your time selling? 


If you are the owner, you are probably the most enthused per- 
son in the place when it comes to getting Mr. or Mrs. Consumer 
to buy merchandise from your store. There isn’t much doubt that 
when you apply yourself to selling you do a positive job. That 


means you are very valuable in either selling or planning and 
directing the selling job. 


But to answer question No. 2, it is probably a decisive No. 


To operate a business today there are a great number of 
hours during which either you or someone you are hiring is occu- 
pied with non-productive work. This is one big clue to the reason 
for declining profits. 


What is it that takes up these hours? Could it be buying? 
Some of the hours are certainly lost in this manner. These hours 
can be reduced by adapting systems that make re-stocking more 
automatic and leave you with the problem only of selecting new 
merchandise. 


Could it be complicated systems? Review your systems and 
see if you are spending more time than the results are worth. 


Could it be paper work? Now you’re talking. Here is where 
you’re trapped. You have paper work for the city, the county, the 
state and the federal governments. And there isn’t very much 
you can do about this part of your hour-wasters except to start in 
right now and bring this matter to the attention of all govern- 
mental representatives in your area. After explaining that even 
government reports can be streamlined don’t leave it up to them. 
Talk to the rest of the merchants in your area; keep on doing 
something about it. Spending a little time in this manner could 


pay off. 





NEW BOONTON 


QUUCLLUUL 


PATTERNS 


PREFERRED BY CON- 
SUMERS 2 to 1. New Patrician 
Patterns were consumer tested 
nationally against best-selling 
competitive designs by a famous 
research firm. They were clearly 
preferred 2 to 1. The survey 
revealed definite preferences in 
each of 11 areas (including your 
own). Write for the results and 
find out what your customers 
prefer, so you can stock the pat- 
terns that will sell the fastest in 
your area, or order from your 
representative. 

All Boonton Patrician Patterns 


attractively gift-packed 
16 Piece Starter Set-—EVERYWHERE 


BOONTON MOLDING CO., 
Boonton, N. J. 


ASSURED 
IN 
ADVANCE! 


MEADOW SPRAY 
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OUR READERS WRITE 





... to the Editor 


55 Years in Hardware 


Gentlemen: 


Thank you for your June issue. I 
was very happy to see the picture of 
my friend Wirt B. King as a mem- 
ber of your Fifty-Year Club. How 
about hardware employees who have 
been reading Hardware World for 
close on to fifty years? My experience 
in hardware covers a period of 55- 
years and I have been a reader of 
Hardware World as long as I can re- 
member. I have worked in the ware- 
house, order department, stock rooms 
and also selling and _ purchasing, 
mostly wholesale. 

If you know of anyone needing a 
good hardware man, 71 years young, 
ask them to write to me. 

My last employment was with the 
Woodbury Hardware of Portland, 
Oregon. I was with them for ten 
years up untill the time they liqui- 
dated early this year. 

Congratulations to you again for 
a splendid magazine. I believe Hard- 
ware World is the most widely EM- 
PLOYEE read hardware trade maga- 
zine in all the territory where it is 
circulated. With continued best re- 
gards, I am, 


Yours very truly, 
Victor P. Wetterborg 
4356 N. E. Flanders St. 
Portland 15, Oregon 


Certainly, hardware employees are 
included in the HARDWARE 
WORLD 50-Year Club, Mr. Wetter- 
borg, and we take pleasure in in- 
cluding you in this distinguished 
group. A membership card will soon 
be on its way to you. Other mem- 
bers, newly added to the 50-Year Club 
will be found on page 50 of this 
issue.—Editor 


Another Partner 


Dear Sir: 

I want to tell you how much your 
editorial in the June issue was ap- 
preciated. It is certainly to the point 
from the wholesalers and retailer 
and consumer point. We do feel also 
the manufacturers’ representative 
has a pretty big part in the PART- 
NERSHIP. 


Yours very truly, 
V. L. Morrill 

Don Morrill Co. 
Fresno, Calif. 
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The greater the number of assembly variations, the more valuable to the retailer ...the easier for him to adapt 
the fixture to his particular needs. Weber’s new DISPLAYLINE offers the widest number of assembly combinations 
in a self-selling unit. These wall shelving and gondola units are so simple to assemble, 

no tools are required. Completely without nuts, bolts, or clips, each unit is 

self-locking. Constructed entirely of steel with back panels and shelves of 

perforated metal. In 8 store-planned colors. ..designed particularly for the 

profit-minded merchant. To see the way to a new “pattern for profit” 


write for free illustrated brochure to: 








WEBER SHOWCASE & FIXTURE CO., INC., 5700 Avalon Blvd., Los Angeles 11, Calif. ee 
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ie Every Eclipse Mower Dealer 
has an Equal Chance to WIN 


Additional Prize Trips to New Orleans and Colorado 
First prize in this wonderfully easy Eclipse contest 
is a carefree, cost-free vacation in Mexico. The 
winning dealer (and his wife!) will revel in the exotic 
charms of Mexico for 7 full days. Second and third 
prizes are similar FREE vacation trips to colorful 
Colorado and historic old New Orleans. And remem- 
ber: store size or sales volume do not affect your 
chances; any Eclipse dealer—in any size town— 
can win a vacation or some other worthwhile prize. 


There’s nothing difficult or costly about having an Eclipse Try-Out Party in 
your town. We provide a complete how-to-do-it manual. You can do it alone, 
or (in larger communities) combine your efforts with other Eclipse dealers. 


The object of the Try-Out Party is simply to get your customers to operate 
Eclipse mowers in person ...see for themselves how easy and restful Eclipse 
mowers are to use. 


Nothing sells quite so dramatically as a self-demonstration. You’re bound to 
get real, “‘live’’ prospects—actually sell more mowers—make more money. 
And regardless of the size or scope of your ““Try-Out Party’’—when you report 
on the results, you have an equal chance to win a free vacation! 


Plan now to win... mail the coupon or see your Eclipse salesman for details. 


THE ECLIPSE LAWN MOWER CO. 


Div. of Buffalo-Eclipse Corporation 
8723-A Railroad St. . Prophetstown, Illinois 
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Vacation inSwexiee 


Duplicate prizes to 


Sales Clerks, too! | ) . | 
This contest recognizes the impor- [IZ AC 4 (fe 
tance of retail selling—by giving 


an equal prize to the manager of the 

mower department in the winning 

stores. Here, too, the wives are ° ° 
included on the free vacations! Picture-a-minute 


Polaroid 
Cameras 


In another contest there 
will be Polaroid camera 
prizes to winning mower 
sales clerks in ALL 
Eclipse sales districts— 
with duplicate prizes to 
their employers! This is 
the nationally famous 
camera that gives 
-printed pictures in 60 
seconds from the snap 
of the shutter! 


SIMPLE 


@ Hove your mower sales clerk(s) fill in a simple 
“quiz sheet” and return to Eclipse. 


Hold an Eclipse Try-Out Party before July 1, 1958 
that has been advertised to the public. 


Send a written report on it to Eclipse with photos 
and proof of promotion (tear sheets, station 
affidavits, etc.). 


Keep it strictly an Eclipse demonstration—no 
other products of any kind. 


Mail Coupon Today : ‘ae 


THE ECLIPSE LAWN MOWER CO. 8723-A 
Prophetstown, Illinois 


Yes—I want a chance at that wonderful vacation in Mexico—and the PROFIT 
from more Eclipse sales! Send me full details by return mail. 





We have clerks who sell Eclipse mowers. 
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popular science 
popular mechanics 
handy man’s home manual 


carpentry handbook 





trues workshop projects 


american builder 
: architectural record 
boat & equipment news 
mill & factory 
progressive architecture 
school shop 
snips 


yachting 


WOOD SCREWS ¢ ROLL THREAD CARRIAGE BOLTS 

WOOD & TYPE U DRIVE SCREWS e HANGER BOLTS 

MACHINE SCREWS & NUTSeA & B TAPPING SCREWS 
DOWEL SCREWS ° STOVE BOLTS 


Seld through Leading Wholesale Distributors 
Warehouses: 
NEW YORK @ CHICAGO e@ DALLAS e@ LOS ANGELES 
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WOOD SCREWs 
ROUND 
HEAD 
STEEL 


SR OSS 


STOCK THE SCREWS 
THAT ARE 


Et. E:-SOt. 1D 
FOR You! 


Month after month after month, fastener customers 
by the millions are being told the Southern Screw 
story . . . Many thousands of Southern users— 
some of them your customers—have written to 
Southern for the free Technical Chart No. 4 to receive 


reliable and valuable information on how to 


select and use wood screws and sheet metal screws. 


So Southern is doing a double-barrelled selling job— 
helping “educate” your customers so they will 


make better use of more screws TTY telling them 
about Southern’s quality, permanence, and availability 
in leading hardware stores nearby. 


Stock the screws that are pre-sold for you! Sell the 
FULL Southern line that’s: 


Precision-built of finest materials; 
Packaged with the EZ to C© Label system; 


Pre-sold by powerful, consistent advertising; 
Shipped to you quickly from stock. 


Write on Company letterhead for Southern's Catalog and New 
Package Stock Guide. 


Address: P. O. Box 1369-HW, Statesville, North Carolina 


SCREW COMPANY 
STATESVILLE 


NORTH CAROLINA 
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THOUSANDS OF 
DEALERS HAVE 
aX PROFITED FROM THIS 


7, | 400% 


SALES INCREASE 
IN 2 YEARS! 


In two short years, Ames sales on stepstools, carts, tables 
and juvenile furniture have shown an increase of an out- 
standing 400%. This amazing growth is simply a story of 
grace, styling and value backed by consistent and forceful 
advertising integrated with sound proven promotional 
methods. Drop in today to see the line that has taken the 
market by storm. 





AMES is now backed by the name magic 
of Mrs. Arthur Murray and Mrs. Alan Ladd 


A tremendous “Big Name’’ promotion this Fall will 
feature Mrs. Murray and Mrs. Ladd giving endorsement 
to the Ames line in national and newspaper advertising, of 
promotional materials, point-of-sale pieces, and displays. 
This campaign will promote real sales excitement and 
keep that sales curve going up, up and up! 


vo \ a 5 
ae (Suef dad Un Oth. Tcanaey 


Seen on “Arthur Murray 


Mrs. ALAN LADO Television Show™ 











Ames-Maid is on permanent display at Space 14-104 
Merchandise Mart. Ames also manufactures the famous line 
of Ames garden tools and shovels, and the popular new line 
of Ames Aire casual furniture. 


0. AMES CO. Parkersburg, West Virginia 
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For Recow-Broaking PowerTook 


Terrific 62” Saw Buy 


A sparkling new 614” saw at 
a low retail price. Power- 
packed. Motor delivers more 
than 1 horsepower! Exclusive 
“Vari-Torque” slip clutch 
guards against motor burn- 
out, excessive gear wear. 
Makes every cut required— 
even 2” lumber at 45° bevel. 
Lightweight. Compact. 
Model 536 now only $54.95. 


_ Complete line-up of 
Star-Studded Values 


Best 4” Drill Made 


The most powerful drill made 
for the money! Compare 2.5 
amp rating on nameplate 
with other 14” drills. SKIL 
beats them all! Helical gears. 
Strong geared clutch holds 
bit tightly, accurately. Over- 
size, self-adjusting brushes. 
Compact. All-aluminum 
body weighs only 3 4 lbs. All 
new. Model 549— $29.95. 


$54.50. 


Vi Role (= elm @laeli el | 
Sander. Over 25 


square ir 


405 Belt Sande 
Two speeds 
rougn or Ti 
sanding. Full 4 
sanaing Dé 
$89.50 








FREE! 


New window or 
counter display. 
Holds 14’ drill and 
614" saw. Eye-catch- 
ing. Draws buyers. 
Allows easy demon- 
stration of tools. 
Creates sales. Free 
with purchase of All- 
Star Profit Package. 
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ALL-STAR PROFIT PACKAGE 


Sug. Retail 
1 SKIL %’ Drill (549) — $29.95 
1 SKIL 6%” Saw (536) — 54.95 
Total retail —_ 84.90 
It costs only — 58.44 
YOUR PROFIT — $26.46 


With this package, you get FREE: 


e All-Star window or counter 
display 


e Window banner for drill 
e Window banner for saw 


e Ad mat catalog 


SKIL 


PORTABLE TOOLS 


Made only by SKIL Corporation, Chicago 30, Illinois 
Factory branches in all leading cities. 


A Promotional Package 
that Scores: 


Here’s a package that puts you into the fast- 
moving power tool business at small cost. 
Benefit from the high-profit in portable power 
tools. Sell the products of America’s most well- 
known power tool manufacturer—SKIL 
Corporation. 

SKIL has been the choice of professionals 
for more than thirty years. Now, your cus- 
tomers are learning that these same professional 
qualities are available at home workshop prices. 
You can offer these tools to your customers 
with the SKIL All-Star Fall Package. Call your 
wholesaler today or use the coupon below. 


National Advertising Makes 
SKIL a Winner 


This fall and winter, your customers will be reading ads 
about SKIL All-Star Tools in these magazines: 


° LIFE * POPULAR 


* SATURDAY EVENING MECHANICS 
POST 


® BETTER HOMES and 
GARDENS ° SUNSET 


* POPULAR SCIENCE 


It's all here in the SKIL All-Star Package: Sparkling new 
tools — star-studded displays — national advertising —local 
promotional aids. Send for complete facts today. 


SKIL Corporation 

5033 Elston Avenue In Canada: 3601 Dundas Street West 
Chicago 30, Illinois Toronto 9, Ontario 

00 Send me the SKIL All-Star Package plus all the SKIL 


promotional aids. Bill me for only $58.44 through the whole- 
saler below. 


(1) Please have a salesman call on me with more details. 


My wholesaler’s name 





My name__ 





Street__ 





City. State 
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Merchandise Now In The News 








125—SLIP & SPILL SAVER is this 


bowl-holder. Adjusts to fit any size 
bowl which it holds firmly for mixing, 
blending or beating. Ideal for port- 
able mixers, unit supplies an “extra 
hand” for user. Yellow & black de- 
vice serves as center-piece and holder 
for hot-dish, flower pot, ete. All 
metal construction with rubber feet. 
—Milwaukee File Company. 


126—YEAR ’ROUND AUTUMN 
supplied by the pattern of this attrac- 
tive new china pattern. High-style 
patter features gold leaves, compli- 
mented by brown stems forming a 
wreath-like border on an ivory coupe 
shape. A burnished gold band en- 
circles the plate. Designed to retail 
at $19.75 for five-piece place setting. 
—Gladding, McBean & Co. 


14 


127—CUTING CORNERS? If so, 
make use of this compound miter cal- 
culator designed for table and radial 
arm power saws. Device is accurate 
to closest 4 degree of arc, which (ac- 
cording to the maker) now makes cut- 
ting the normally difficult compound 
angle, a very simple operation. 
—H. D. C. Distributing Company. 


128—HAVING A “BOWL” when you 
need it, can be very important in 
cooking. This new model of the popu- 
lar portable mixer comes with two 
glass mixing bowls (112 & 3-quart) 
and features an improved stand, 12 
mixing speeds, beater ejector and 
heel rest for the mixing head. Can 
also be hung on wall for storage in 
full view.—General Electric. 








129—FANCY FLORAL FLOUR- 
ISHES are made possible by this 
new line of flower holders. Making 
use of all the best qualities of a good 
flower holding tool, the device has 
sharp brasspins, heavy lead base and 
is rust proof. Packaged on four-color 
point-of-sale card and covered with 
thick, transparent acetate.—Beagle 
Mfg. Co. 


130—ANCHORS (FOR LAND-LUB- 
BERS). These newly introduced an- 
chors end unsightly holes by guaran- 
teeing permanent installation of 
heaviest mirrors, shelves, brackets, 
signs, machinery, draperies, pictures, 
etc. Hold in wallboard, masonry, 
plasterboard, tile, concrete, wood, etc. 
Anchor spreads out when screw is in- 
serted—Jordan Industries, Inc. 
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For additional information on 
any item shown on these 








CUTTING OIL 
with Sulphur Base 


ne 


131—“PRESTO-CHANGO” and the 
spout on this cutting oil can disap- 
pears, hidden out of the way of ac- 
cidental damage. A plastic cap is sup- 
plied to seal the spout when it is not 
inverted into the can. Designed to 
enable user to employ the exact 
amount of oil necessary to maintain 
dies and insure sharp threads.—Her- 
cules Chemical. 


132—IT’S “SPRING” TIME. This 
new type of double wing, spring 
screen clip is ideal for straddle clamp- 
ing of either equal or unequal frame 
projections. Die-cast of nonferrous, 
rustproof, corrosion-resistant zinc al- 
loy in plain bright finish, May be 
used as is or any commercial finish 
may be applied.—Gries Reproducer 
Corp. 
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133—“ROLL OUT THE ROOFING.” 
New roll-on-roofing and siding is a 
corrugated aluminum building mate- 
rial .019 inch thick. Available in easy 
to handle rolls or 50 lineal feet in 
widths of 18, 30 and 54 inches. Highly 
reflective to heat, it keeps buildings 
up to 15 per cent cooler. Is especially 
adaptable to carport and patio roofs, 
as fencing, ete.—Kaiser Aluminum. 


154—“HOME BEAUTY BOON” is 
this portable hair dryer that dries 
hair (according to the maker) in less 
than ten minutes, even with pin curls. 
Quick and gentle for children’s hair, 
safeguards against colds by drying 
hair in minutes. Compact size and 
small weight (13 lb.) enable dryer to 
be placed anywhere for safe, com- 
fortable drying.—Puritron Corp. 


135—PILE PROTECTOR is designed 
to protect carpets from permanent 
marks or indentations made by fur- 
niture legs. Available in a variety of 
shapes and sizes, the supports are 
molded of Bakelite plastic for long 
trouble-free use.—Childlore Company. 





136—“SNAPPY SNIPPER” is this 
new scalloping shear which cuts a 
small neat and precise scallop which 
is ravel resistant and highly decora- 
tive. Balanced to work easily on 
lightest or heaviest fabrics. Hot drop- 
forged of finest cutlery steel—J. Wiss 
& Sons Co. 


ld 
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137—LET’S “DO-IT”! All those little 
tasks around the house that require 
hard-to-locate tacks, nails, brads, 
staples, etc., are soon disposed of by 
the handy-man possessing one of 
these new “Do-It Kits.” Contains over 
600 much-needed items. — American 
Tack Co. 
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NEW PRODUCTS 





DOES YOUR STORE 
DISPLAY THIS WHISK? 
OVER 1,000,000 SOLD EACH yepp, 


It should! 


Oxco’s Red Breast whisk is the best- 
known, best quality whisk in America. 
Genuine palmetto fibre, double-stitched 
for strength. Bright wire-wrapped han- 
dle, with metal cap and ring. Colorful 
silver shield. 74” overall. 


The Saturday Evening 


POST 


Advertised to 5,000,000 
car-owners in the Sept. 7 issue! 


CHOOSE FROM TWO 
SELF-SERVICE DISPLAYS 


DISPLAY RACK PACK | 


One dozen 
whisks plus 
4-armed metal 
rack with top 


Ne be / 
oe Meret, sign; all in one 
: carton. 
in" 
= | 


REGULAR | 
way PACK lp 


One dozen 
whisks in color- 
fully printed 
set-up counter 
display carton. 


ORDER NOW 
FROM YOUR 
JOBBER 


FREDERICK 


Lolablished /8§4 
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171—“LOXEM” SHOCKS ’EM. Prowl- 
ers who have found easy access to un- 
guarded premises through inadequate- 
ly protected doors, will be shocked to 
discover entrances provided with these 
new safety locks. Barrel-bolt type 
lock is based on a new principle to 
insure positive protection. — Loxem 
Manufacturing Company 





EXTRA LARGE 
| HEAD-4 DIAMETER 


ASPHALT 
SHINGLES 
. 





— 





ROOF DECK gx 
*. FIBERS “FIL-IN" 
| BEHINO BACH: ©. 
. THREAD—KEEP ~. 
. ASPHALT SHINGLES 

-SWUG TO ROOF | 
- DECKING OR. © i— 


“ROOF ‘DECK *. 
-. INSULATING 
MATERIAL." * 

















172—“IT’S ON THE HOUSE.” What? 
The roof of course; and to make the 
job of fastenin;; asphalt roofing to 
roof decking, re-roofing or new roofs 
easier, this “triple-duty” roofing nail 
has been developed. Ring threads held 
like an anchor in sheathing or old 
roofing.—W. H. Maze Co. 






































173—AS A “MAT-TER” OF FACT 
... this new heavy duty, waterproof, 
polyethylene matting should appeal to 
most housewives. 30-inch by 12-yard 
rolls permit customers to make own 
mats and runners to exactly fit house- 
hold needs. Gripping ribs prevent 
skidding.—Clopay Corporation. 
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Here’s a traffic builder at an eye- 
popping low price . . . an open 
Windsor saucepan set in sunny 
lemon-yellow. Each set contains a 
54-qt., 1-qt., and 114-qt. pan. This 
offer guarantees a big demand for 
the complete line of lemon-yellow 
cookware and paves the way for 
extra sales of other merchandise. 


LEMON-YELLOW 
SPECIAL OFFER YB9722W 
Suggested 
Packing Retail 
- YB9201 Saucepan Set $1.19 
. YB71B Tea Kettle 2.69 : : —_— 
. YB81A Percolator 2.39 » “ . — AS ADVERTISED IN 
. YB52A Combination Cooker 2.39 s - ‘ ; 
YB20 Covered Saucepan 1.59 
. YB40A Straight-Side Pot 1.98 
. YB60A Straight-Side Pot 2.39 
. YB88 Skillet 1.39 
. YB12 Oval Dish Pan 1.89 


Retail Value $57.27 
Dealer Cost $37.95 
Also available in Vogue White—red trim 


doz. 
doz. 
doz. 
doz. 
doz. 
doz. 


doz. 
doz. 


OMONANMPEWHN 


FEDERAL ENAMELING & STAMPING Co., PitrsBuRGH 30, U.S.A. 
World’s Largest Manufacturer of Porcelain Enameled Utensils 








fk. Saucepan Set 


2. Plastic handle and knob 


3. Peete handle 4. Plastic knob 5. elacsie knob 6. poet. eae 
ass top j t-in cover astic kno! 
seaiaitalaie cal Set-in cover 9. Oval Dish Pan 
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Dependability... 


Be sure of it with The dependability and 


uniformly high structural 


[5 Se A = : E od qualities of GRABLER Square 


“Gee’”’ Pipe Fittings are the 

SQUARE “GEE Pipe Fittings 9 “™ more tan 

a years of experience in 
. progressive and modern 

manufacturing techniques in 
the production of pipe fittings. 
For dependability when you 
need it... where you want it, 
order GRABLER Package- 
Protected Square “Gee” Pipe 


Fittings from your wholesaler! 


Dependable Distribution from these Warehouses: : 
New York © Philadelphia © New Orleans : 
Atlanta © Pittsburgh ¢ Cincinnati ©* Dallas : 
Chicago © St. Lovis © Detroit © Denver : 
Minneapolis ¢ San Francisco @ Los Angeles : 


Manufacturers of the SQUARE "GEE" Line of Pipe Fittings 











The GRABLER = Manufacturing Co. * 6565 Broadway * Cleveland 5, Ohio 
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The Key is the Secret! 


A CUMMINS EXCLUSIVE. Fast and Positive. Turn key 
to right for Standard Finish sanding action — turn key to 
left to change sanding action for Super Fine Finish. 


conn eennererene | a ay 

















“Task Force’”’ Selling Power! 


There's additional selling power for 
you with Cummins eye-catching 


oF 
ae ¥ “Task Force’ Displays — specially 


ul 


designed to attract, tell and sell 
more customers for you every hour, 
every day! Get full details 

from your Cummins representative! 


‘Made by 


fot Dee nme co. 


© 1957 J.0.M.C. 


New 2-in-1 Cummins Sander 
Cuts Your Inventory Costs, 
Boosts Your Sales With 
Exclusive Performance Features! 


It’s exclusively yours from Cummins! — a new key to 

sales opportunities . .. the key to both orbital and 
straight-line sanding in one handy tool! Built for rugged use 
with Cummins super-powered motor, timing belt, 
heavy-duty ball bearing construction and self-cleaning 
action for longer abrasive life. 


Cummins new double-action Sander doubles your profit 
possibilities and halves your inventory investment. . . 
permits you to sell two sanders for the price of one. Here’s 
another example of the way Cummins puts you out front 
with top-quality design, construction and the biggest 
discounts in the industry. 


ONE Inventory for TWO Markets! 


Because Cummins portable electric tools are designed for 
professionals yet priced for everyone, you sell both the 
professional and home craftsman markets with one inventory 
...one investment. Now, it’s no longer necessary to carry 
two or more power tool lines to reach all segments 

of the market. 


Nobody Builds Better Tools Than CUMMINS! 





Cummins Portable Electric Tools 


Yes! I'd like more information on the new Cummins 
Double-Action Sander and Cummins ‘‘One Inventory"’ Line! 





NAME 








ADDRESS 





ciTY 
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for nails with extra holding power... 


SS SSS 


Screw Shank Flooring Nail 


Ring Shank Gypsum Wall Board Nail % Cc f e Ww e it d 


* 
—— ring shan 
nails 


Ring Shank Siding Nail 
These efficient nails give the extra holding 
es power and enduring strength that your 
Ring Shank Underlay Nails customers need in such applications as 
flooring, pallets, crating, boxing, cabinets, 
wall board, siding, shingles, shakes and 
framing. 





f 
Screw or Ring Shank Pallet Nail (Screw Shank Shown) 





What’s more, the shanks of these nails 
actually lock with surrounding wood fibers. 
This makes them ideal for all climates... . 


UudAdidiedddtiit se. ee green or unseasoned lumber is 


be be heb be be bs be ba be bs be bh eb eS be bf bb bof 





The best proof of the amazing holding 
power of CF&I Screw and Ring Shank 
feeerstten RE Be Nails* is an actual test. Try a few your- 
self. Then you'll really recommend 

Screw (above) or Ring Shank (below) Box and Common Box Nails them to your customers. 


Ring Shank Spikes 


*Available west of the Missouri River only. 











Consult your 
CFal representative 
for further details. 





PROTECTION | 








THE COLORADO FUEL AND IRON CORPORATION 
Denver * Oakland 
Albuquerque + Amarillo + Billings » Boise + Butte - Casper » Denver - El Paso + Ft. Worth - Houston - Kansas City « Lincoln (Neb.) 


Los Angeles - Oakland + Oklahoma City + Phoenix - Portland + Pueblo + Salt Lake City - San Francisco - San Leandro - Seattle 
Spokane > Wichita CANADIAN REPRESENTATIVES AT: Calgary - Edmonton - Vancouver - Winnipeg 
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“My customers like the convenience of a 3-in-1 level, square and tape. 
After buying an LST, one customer came back and bought twelve more 
for gifts. The K&E LST is one of the best selling items in my store.” 


tie Ea) 
* 4 
i 7. 
i 2 — ee Pi ? 
“a & 25 
m% , ; Kae | 
: : os 
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More dealers, like Sam Stein, of Millburn Hard- 
ware, Short Hills, N. J., find that the popular LST 
is moving off their shelves faster than ever. It’s the 
only tape on the market with 3 practical uses that 
everyone finds helpful, at home or on the job. 
Here are the features that make the LST a best 

seller ,.. 

e Easy-view, unbreakable built-in level 

e Sliding end hook that grabs and holds 

e Rugged chrome plated casing of die cast 

construction 
e Refill blades available 


Be sure to place your order TODAY... cash in on 
the availability of this fast moving, K&E tape NOW. 


K&E makes it easy for 
your customers to see, like 
and buy this handy tape. 
The self selling “blister” 
display stops the eye. It’s 
pilfer proof. 


Lyn 
nae = KEUFFEL & ESSER CO. 
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help you sell 


Peters “High Velocity” 22’s 


Burnett P. ‘‘Hipshot’’ Hall 
Newport, Tenn. 


boost your Peters 


“High Velocity” shotgun shell sales 





Paul Fullop, 
Carmi, Illinois 


support your 


Peters “High Velocity” 
center fire sales 





John A. Hunter, 
world famous lion hunter, 
Kenya Colony, Africa 


HESE well-known guides and hunters know 
j value of power and accuracy in their 
ammunition. That’s why they all choose Peters 
“High Velocity” when they are out after wood- 
chucks, ducks or even lions. 


And what’s more important they have been 
telling your best customers why it pays to 
shoot Peters. Colorful and interesting testi- 


monials appear monthly in the nation’s leading 
outdoor books. Testimonials that survey after 
survey prove shooters read and believe! 


It’s a powerful sales story for you that means 
bigger Peters sales. Check your stock now. 
Make sure you have a good supply of the en- 
tire Peters line. More of these exciting ads are 
on the way. They'll mean more sales than ever! 


pales 


PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


**High Velocity’’ is o trademark of Peters Cartridge Division, R 





ington Arms Company, Inc. 
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in MARSHAL 
| S | 
i meer Teoh Qeee6 Made of 


LONGER LASTING 
Aluminized Steel 


Made of special hot-dipped aluminum coated steel, the 
Fire Marshal has the outstanding ability to resist the 
combined effects of heat and corrosion. At around 900 
F. the aluminum coating alloys with the steel base 
metal. The resulting grey metallic coating withstands 
heat damage up to 1250° F. Repeated heating and cool- 
ing cycles will not damage the Fire Marshal, thus the 
Fire Marshal trash burner has exceptionally long life. 


Resists Burnout, Rust, Corrosion! 


SAFER! 


CLEANER! 
FIRE MARSHAL 
protects yards from « 
litter, ashes and 


FIRE MARSHAL 
is approved by fire 
departments. It is 
completely enclosed 
to control flying 
sparks and open 
flames. 


debris, even in 
windy weather. 























e BIGGER CAPACITY — holds over 2 bushels. e SCIENTIFIC DRAFT DESIGN burns trash to fine ash 


* BURNS TRASH IN ALL KINDS OF WEATHER — — TANS A0OO TAO TNE TE 
even in rain or snow. e NESTABLE for economical shipping. 


FIRE MARSHAL is an exclusive product of: 


GENERAL METALWARE COMPANY 
MINNEAPOLIS 13, MINNESOTA 


® Registered trademark Armco Steel Corp. 
cee 
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Mr. Dealer, be AL'S guest / 


list and entry forms included with R-V-Lite 
rolled and packaged products. 


Never before in the industry an opportunity like 
this! Help us complete our market survey, and 
you may win a millionaire’s vacation for two to 
sun-warmed, historic, romantic Mexico! Live in 
the finest hotels or private clubs . . . tour by pri- 
vate car . . .see fabulous Mexico City, the floating 
gardens of Xochamilco, the silversmiths of Taxco, 
the vast beaches and the famous fishing waters 
of Acapulco. 


Or you may win one of the other magnificent 
prizes in the ‘Survey Your Way to Mexico” con- 
test. To name a few: the latest model RCA tele- 
vision set . . . the brilliant new Voice of Music 
Hi-Fi phonograph . . . a complete set of signed 
and registered golf clubs. You’ll find details, prize 


Since 1905 acy 


ArveY—CORPORATION 
SRR 


As for you, Mr. Jobber Salesman... 

. . it can happen to you! As partner with your 
dealers in this contest, should one of your dealers 
be selected as a prize winner, you will be awarded 
a duplicate of his prize—even the trip to Mexico! 
See to it that every dealer in your area is taking 
part. 


Keep this in mind: in window materials, top- 
notch durability is paramount—and laboratory 
tests prove R-V-Lite and Cel-O-Glass are tougher, 
better materials. With this year’s expanded 
R-V-Lite line, you can expect 1957 to be the 
biggest year of all! 


3500 N. Kimball Ave., Chicago 18, lll. 
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——By N. R. REGEIMBAL 





Chilton News Bureau, Washington, D. C. 


Possible Wage Law Extension in 1958 May Hurt 


Some Firms Even Though Western Pay Tops Nation 
Western retailers have less to fear from a possible extension of 


the Federal minimum wage law to retailing than merchants in other 
areas of the country. But some firms may be hurt even so. 


A recent study by the U.S. 
Labor Department shows that 
the average wage for non-super- 
visory workers is the highest in 
stores in the 11 Western states 
of any area of the country. Aver- 
age hourly pay in the West is 
$1.68, compared with a national 
average of $1.41 and a low in the 
South of $1.16. 

The possible impact of min- 
imum wage extension to retail- 
ing will become more serious 
next year, when, according to 
many observers, Congress may 
finally approve expanded cover- 
age. Unions and others attempt- 
ing to bring retail workers under 
the $1.00-an-hour minimum 
wage are planning next year to 
propose only that employees of 
larger department stores be cov- 
ered. This plan, they hope, will 
remove a lot of the opposition to 
extension by leaving intact the 
exemption for farm, service, and 
other large blocs of workers. 

Retail groups opposing exten- 
sion maintain that the most se- 
rious impact would be on the 
smaller stores in the west. Even 
if they are not covered directly, 
they argue, the small stores will 
have to pay the going wage in 
each locality, and to some stores, 
this would be “disastrous,” 
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even though Western wages are 
good now. 

The Labor Department report 
shows that only 2 percent of the 
Western retail workers earned 
less than 75¢ an hour, and only 
11 percent less than $1.00. For 
the U. S. as a whole, 10 percent 
earned less than 75¢ and 26 per- 
cent less than $1.00. 


ELECTRIC POWER require- 
ments in the West will explode 
over the next two decades... 
Federal government experts pre- 
dict that power needs in the Cal- 
ifornia-Nevada-Arizona area 
will increase from 65 billion 
kilowatts at present to about 
200 billion kw by 1980; needs in 
the Washington-Oregon-Idaho- 
Montana-Utah area will expand 
from 50 billion kw now to 175 
billion in the same period—and 
appliance and equipment sales 
will grow with the power devel- 
opment. 


TIGHT MONEY, despite 
mounting criticism, is going to 
remain for some time.... As a 
result, bank interest rates will 
remain high and Western dealers 
will continue to find lenders 
short on funds and wary about 
making some loans, fiscal ex- 
perts say.... Until the tight 


money market eases, many mer- 
chants will find the now perma- 
nent Small Business Adminis- 
tration, with its loan powers 
more than doubled and interest 
rate reduced, a good source of 
loan funds. 

FREIGHT RATES are becom- 
ing increasingly troublesome to 
Western businessmen. . . . Con- 
tinually rising rates, on top of 
restrictions in service, are caus- 
ing lots of Westerners to grum- 
ble to Washington . . . Retailers 
have been protesting a proposal 
before the Interstate Commerce 
Commission to limit the railroad 
and truck liability on damages to 
shipments they handle, and place 
an additional “insurance” charge 
on some cargo. .. Opponents 
call it a “disguised rate in- 
crease.” 

FLOOD INSURANCE protec- 
tion for businessmen and home- 
owners won't be available this 
year; maybe never . . . Congress, 
after authorizing a federal pro- 
gram in 1956 to help private 
firms write disaster insurance, 
this year flatly refused to ap- 
prove $50 million needed to get 
it under way .. . If flood insur- 
ance is ever written, an entirely 
new start will have to be made 
by Congress. 

HOMEBUILDING activity 
pickup may be building up... 
Applications for FHA mortgage 
insurance began to increase in 
May, hitting 49,000, the highest 
total of any month for more than 
a yen. ... « 
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Using 
Promotion 


To Build 


Sales 


-.. San Jose 
store keeps 
customers coming 
and buying 


VERY hardware man today is 

keenly aware of the operation 
of the law of diminishing re- 
turns: in spite of larger gross 
dollar volume the average net 
return on invested capital has 
been steadily declining over the 
past ten years. 

“The answer to this prob- 
lem,” says Cliff Knight, Mer- 
chandising Manager of Farmers 
Union Hardware, largest hard- 
ware store in northern Califor- 
nia, 151 West Santa Clara 
Ave., San Jose, Calif., “may be 
summed up in just one word— 
promotion. 

“No longer can the hardware 
man rely for success solely on 
shrewd buying, proper store dis- 
play, and advertising. Those fac- 
tors, certainly vital necessities, 
remind me of a train without an 
engine. The train gets nowhere 
without motive power, just as 
ordinary hardware retailing gets 
nowhere without promotion.” 

Cliff Knight speaks with the 
voice of authority—he was ac- 
tually born in a hardware store 
in Alcester, S. Dak., and was in 
the business with his father (A. 
C. Knight & Son) from 1913 to 
1937 in Wagner, S. Dak. In 1920 
this was one of the first hard- 
ware stores in the United States 
to apply the techniques of pro- 
motion to the hardware busi- 
ness. 


Promotional Forces 


“There is nothing mysterious 
about a promotion,” says Knight. 
“Tt is simply the application of 


26 


SEVERAL PROMOTIONS running at once are a common occurrence at 
Farmers Union Hardware, in San Jose, Calif. Here a juicer and mixer demon- 
strator sells for the store while a model walks about and gives free samples 


of peat moss to customers. 


psychology to selling. There are 
certain things that influence peo- 
ple’s emotions, guide their buy- 
ing instincts, and open up their 
pocketbooks. These are the 
forces we use in our promotions. 

“For instance, there is motion. 
If all the merchandise in the 
store is static the introduction 
of motion will instantly arrest 
people’s attention. The motion 
may be nothing but a turntable 
slowly revolving and displaying 
some type of merchandise, it 
may be pennants overhead ac- 
tivated by electric fans, it may 
be a pretty model moving about 
the store and distributing free 
samples. Or it may be some- 
thing else—but where motion is 
present, so are sales. 


Importance of Sound and Color 


“Another promotional booster 
is sound—or noise! It may be 
music played on a tape recorder 
and carried through the store on 
a public address system, it may 
be sales messages announced 
over the same PA system. 


“Another factor is color. Dur- 
ing a promotion there should be 
plenty of show cards, and they 
should not all be black and white, 
either. Introduce color—bright 
reds and yellows, light shades of 
green and blue, and make them 
large enough to be readily seen. 

“The advantage of a show card 
is that it tells the sales story at 
a glance. Show cards, lots of 
them throughout the store, con- 
serve the time of the salesmen 
and almost put the store on a 
self-service basis.” 


Models 


The foregoing promotional 
methods are generally regarded 
as the “big four” but they don’t 
begin to cover all the promo- 
tional techniques. 

Reasoning that the average 
man is a pushover for a pretty 
girl with a good figure and per- 
sonality, the Farmers Union 
Hardware recently tried out a 
professiona] model to help pro- 
mote the sale of peat moss. The 
model wore a Daisy May cos- 
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tume and carried a basket of 
free samples and a handful of 
dealer helps. All day long she 
walked about the store and 
handed a circular and a sample 
of peat moss to men—and women 
—in the store and briefly ex- 
plained the merits of this par- 
ticular brand of peat moss (she 
had been briefed with literature 
on the day before the sale and 
thus was able to talk intelli- 
gently with customers). 


Mass and Scattered Displays 


Mass displays of 80 lb. bags 
of peat moss were arranged on 
the store’s setback sidewalk, and 
displays of empty bags were 
placed at various strategic spots 
throughout the store. Signs 
promised 50 ranunculas_ buibs 
free with every bale of peat 
moss. The latter was sold at its 
full list price but, with the bulbs, 
the store was able to offer a 
$5.15 value for $3.90. In spite 
of the fact that the promotion 
was made at the tag end of the 
peat moss selling season the 
store on the very first day of the 
sale sold more veat moss than it 
normally sold in two weeks. 


og ES oy ee oe 


LOOKING DOWN from the toy balcony to main section of store—the area 
with greatest foot traffic. Note the liberal use of show cards throughout the 


store. 


Another promotional factor is 
mass display which has already 
been touched upon. A _ large 
quantity of merchandise, the 
larger the better, all displayed 
at the same place within or (in 
some cases) outside of the store, 


nw » 


; 


© 
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HANDING OUT free samples of peat moss, together with a carefully rehearsed 
sales talk was part of the store’s promotion, making use of a young, attractive 


model. 
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makes a deep impression on cus- 
tomers. Obviously, they reason, 
if the store has invested in so 
much goods it must have confi- 
dence in what it is selling. And 
the customer buys. 

Exactly the opposite of this is 
the scattered display theory. In- 
stead of an overwhelming mass 
of merchandise at one place in 
the store, the merchandise is 
strategically displayed through- 
out the entire establishment so 
that it is impossible for the cus- 
tomer to miss seeing it. Plenty 
of show cards are necessary in 
conjunction with a scattered dis- 
play. 

Give Aways 

“Giveaways are always good 
for a promotion,” says Knight. 
“The lure of something for noth- 
ing is irresistible to many peo- 
ple—often they will buy some- 
thing for which they have no 
earthly use simple because with 
their purchase they get some- 
thing free.” 

Giveaway promotions should 
consist of something not regu- 
larly carried in stock by the 
store. There is an old maxim 
“never give away something you 
can sell” and this applies to give- 
away promotional items. 
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Operating from New Home 


Southwest Hardware Streamlines 


Their Systems in New Building 


N November 1956 Southwest Hardware Com- 

pany moved into their new home, located at 
13827 So. Carmenita Road, Norwalk, California. 
This modern building is 200x300 feet, giving them 
60,000 square feet of space. The office area is at 
the back of the building, because it is subse- 
quently planned to extend the building to the rear. 
This will put the office in the central section. 
They have five acres in which to expand, which 
will still leave a large parking area. 

Unlike many wholesale outlets, SHC does not 
handle specialty items. They are stocking only 
merchandise which the average home owner 
needs. 

“There are many types of merchandise we do 
not carry,” explains Arne C. Kammeier, general 
manager, “such as toys, gifts, paint, sporting 
goods, and builder’s supplies. 

“We have a ten-man dealer Merchandising Com- 
mittee. They meet several times a year, making 
recommendations as to what additional lines we 
should stock. They also suggest price changes, 
if they feel we are out of line price-wise. They 
also help to select items for three seasonal pro- 
motions. This promotes cooperation between us 
at headquarters and our many members in their 
stores.” 


Two Merchandise Shows Annually 
In addition to the sales letters, SHC conducts 
sales promotions in the form of merchandising 
(Continued on Page 30) 





HIGH VISIBILITY keynotes this storage area. Differently 
spaced shelves help to organize stock, with a place for 
every item. 
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ATTRACTIVE ENTRANCE to the administrative offices 
of the Southwest Hardware Company’s new building fea- 
tures interesting brick treatment. Plantings soften other- 
wise severely modern lines of the new construction. 


& - 


KEEPING THE WHEELS TURNING in the shipping de- 
partment, an order filling clerk brings a completed dealer 
order to a checker. Checker, in turn, checks merchandise 
off truck onto packing table. Packers (in background) are 
putting merchandise into containers. In this manner, 
orders are processed rapidly and are quickly ready for 
delivery. 


ae 
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A SHC DEPARTMENTAL CONFERENCE takes place in 
front of a board listing outlets. Manager Arne Kammeier 
supervises the meeting. 


HARDWARE WORLD 
























1957 

pa wy 
. eo 

"7 7 8 9 10 11 12 

29 21 22 28M 38 48 
24 2 

[27 28 29 30 31 5 28) 








RADITIONS in retailing are sometimes ob- 

stacles to progress. “Off season” thinking, for 
example, can be a big hurdle for retailers. 

Several years ago a Colorado dealer defied the 
“off season” bugaboo and sold many hand and 
power mowers and other garden items while 
snow was still on the ground. A San Francisco 
dealer sold a carload of garden hose between 
Christmas and New Years. 

These, of course, were individual cases and did 
not start any substantial trend toward breaking 
down “off season” slumps. To overcome the gen- 
eral acceptance of the “off season” attitude, it 
takes the combined effort of a manufacturer and 
his dealers. This was demonstrated last year 
when a paint manufacturer decided to concen- 
trate a good portion of the firm’s advertising 
appropriation for a program to overcome the 
“off season” obstacle to paint sales. 

Most of the dealers handling this line of paint 
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OFF-SEASON paint sale is being made by Al Severe (left) COLOR CHIPS ON CHECKERBOARD attract pros- 


salesman at Whitemire Hardware, Reseda, Calif. 
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Hardware Dealers Increase Sale of Paint 
and Paint Sundries When They Tie in 


with... 


“OFF SEASON” 
PAINT PROMOTION 


cooperated at their own level. The overall cam- 
paign was put on by National Paint & Varnish 
Company of Los Angeles and resulted in an over- 
all increase in their business during the usual 
“slump” period of 22 percent. 

Those dealers who tied in with the program 
found that when a manufacturer spends money 
on advertising, it produces results, but that it 
takes some effort on the part of the individual 
dealer to lead the customers to his store. 

In Glendale, California, the Baker Hardware 
went along with the entire dealer participation 
program and found an increase of 15 percent 
over the like period (November and December) 
in 1955, according to Alan Baker, owner. 

He ran a special paint window for one month 
using the firm’s display material. He also used 
such material for an in-store display. Simul- 
taneously ads were run in the local newspaper. 

(Please Turn Page) 


pects anytime says Alan Baker, Baker Hardware. 
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Manufacturer’s mats were used. 

Most of the paint sold was the inside type. A 
like increase in sales was also realized with all 
types of paint supplies. This time of the year 
proved to be good for the do-it-yourself painters 
as they are inclined to stay around home. 

“The success of this promotion,” Mr. Baker 
reasoned, “was due to a combination of their 
(manufacturer) overall program and our method 
of tieing in with it. If we could move paint all 
year along it would be fine. This promotion is in 
the right direction.” 

A few miles further north in Reseda, the White- 
mire hardware found a similar response from 
their customers when they tried to sell paint in 
the fall and winter. Fred Whitemire gave a lot 
of the credit to the manufacturer for stimulating 
his customers with radio and TV commercials, 
and billboards. A large step-up counter display 
was used near the cash register. An effective win- 


dow display was presented for two weeks. Point- 
of-sale material and banners were used. 

The store had an increase during this period 
in its paint business of 12 percent over the like 
period in the previous year. This despite the fact 
that the store did no advertising. However, Mr. 
Whitemire is convinced that advertising would 
probably have increased this percentage and is 
making plans to do so this fall. He likes the idea, 
also, of keeping the paint department busy in 
the “slump” period. He stated “I will be very 
happy to participate again, and will double our 
efforts on the next promotion.” 

The advertising agency for the paint company 
discovered through research that the “off sea- 
son” slump in paint sales should not necessarily 
apply to their region. Part of that research was 
devoted to discussing the matter with retailers 
who expressed a need for such an overall pro- 
gram and sales help during this period. 





Operating From New Home 
(Continued from Page 28) 


shows. Twice a year there is a show at headquar- 
ters. Here members can see displays provided by 
the manufacturers. Lately there have been up 


to 70 different booths and displays. Factory rep- 
resentatives man the displays, and take orders 
for wanted items. 

The show lasts two days, and one day is kept 


open during the evening. This is so members can 
have key store personnel come to the show—em- 
ployees who could not be spared from the retail 
store during the daytime. 

Without exception the shows have been a big 
success, according to Mr. Kammeier. 

“Members often ask us for advice in regard to 
running their place of business,” states Manager 
Kammeier. “We are glad to give it—and have 
the knowledge they need. 

“We recommend, and recommend strongly, that 
the store put in a limited self-service. We call it 
quick service.” 

In addition to this advice — which Kammeier 
feels is definately the coming trend in hardware 
stores—SHC advises on store remodeling, types 
of methods for keeping books, advertising; the 
latter most necessary if the retailer is to succeed. 

All of these services are ones which appeal to 
the individual store owner. So much so that more 
and more are getting in line to join. A member- 
ship investment fee is charged, and the new mem- 
ber may also be an investor in the Southwest 
Holding Company. The holding company owns 
the new building, which it rents to SHC. Each 
hardware company is an equal owner, sharing in 
the profits annually. 

When a member resigns, his original invest- 
ment is returned. Memberships are not auto- 
matically transferred with the sale of the busi- 
ness, but are subject to approval of the Board of 
Directors (9 dealer-owners). 
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New members, as well as old ones, are loud in 
their praise of the present warehouse. Most mem- 
bers within five miles call for their merchandise, 
thus saving the shipping costs. Those beyond 
that distance select their own public carrier, un- 
less they want SHC to deliver to them. 

Founded in 1912, for the 30 years prior to the 
new location SHC was at 1922 E. 7th Place, Los 
Angeles, California. This is in the downtown in- 
dustrial area. 

The office procedure has been changed to up- 
to-date methods. Everywhere one looks there is 
new and modern equipment. 


Warehouse Operation Streamlined 


Receiving and shipping in the warehouse has 
been streamlined. Labor cost per order has been 
lowered through the use of modern equipment. 
Employee time has been saved through efficiency 
studies—studies which proved the quickest and 
easiest way of filling a member’s order and get- 
ting it into the delivery truck. 

A long counter-bench has been erected close to 
the doorway where outgoing freight trucks park 
to be loaded. Order fillers bring hand-trucks to 
one side of it, where an order checker compares 
the items against the invoice. Then, from the 
other side, the merchandise is packed, weighed 
and addressed, and placed on a moveable skid 
(one to an order) ready for loading into the de- 
livery truck. 

Adjustable shelving is another improvement. 
These were designed by Jack Spain, Merchandis- 
ing Manager. Storage area is so constructed that 
in just a matter of minutes the shelving can be 
raised or lowered—providing seven inch adjust- 
ments if necessary. 

Identification guide cards are above shelves in 
each aisle, to help find merchandise quickly. 
Several writing platforms are located in the 
warehouse. These are for dealers who wish to 
write their own orders. Writing area provides 
for Want Book and SHC order forms. 
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Texas Welcomes 
NRHA Convention 


“Howdy Partner... 


Retiring President 


Greets Delegates 


EYNOTING the 58th Annual 

Congress of the National 
Retail Hardware Association in 
Dallas, Texas, L. A. Luedtke, 
retiring president, opened his 
welcoming speech with these 
words: “Since we are in this 
friendly state of Texas, I will 
dispense with the usual Mr. 
Chairman, honored guests, etc., 
and just say, Howdy, Partner.” 

Mr. Luedtke went on to cover 
some of the events and accom- 
plishments of his year as presi- 
dent of NRHA. 

The convention of hardware 
manufacturers and wholesalers 
was also covered in his talk and 
he offered high praise to this 
event. 


Educator Speaks 

On the same day (July 9), 
Dean James C. Taylor, of Uni- 
versity of Houston, spoke on 
the theme, “Your Customers 
Want Educated Salesmanship.” 
He stated: 

“There is no department, no 
office, no person employed in 
your store whose job doesn’t 
effect sales, profit and good 
will.” 

He commented that salesman- 
ship is a profession and re- 
quires schooling or training like 
any other profession. There- 
upon he complimented the 
NRHA “Advanced Course in 
Hardware Retailing” as a fine 
step towards filling the need for 
this educational period. 
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Trotta Addresses Meeting 

“Credit is one of the dy- 
namos of our economy,” was 
the opening line of an address 
by A. L. Trotta, management 
and research director of the 
National Retail Dry Goods As- 
sociation, on the second day of 
the Congress. 

He continued, “It (credit) is 
a moving force in mass produc- 
tion and distribution because it 
encourages consumption. As an 
influencing force, it is my opin- 
ion that consumer credit has 
contributed more to the Amer- 
ican way of life than has our 
so-called genius for mass pro- 
duction.” : 


Mr. Trotta concluded his 
speech with this admonition, 
“Make it your business to see 
that we move forward to a 
higher world-wide standard of 
living with sound credit.” 


Industry Director Comments 

Commenting on “The Big 
Picture,” Dwayne Laws, direc- 
tor of industry activities of 
NRHA, stated: 

“It is quite a paradox that 
with all of our high speed meth- 
ods of modern transportation 
and communications, contact be- 
tween manufacturers and retail- 
ers is more difficult than ever 
before. This is due, not to a 
breakdown in facilities, but to 
a change in approach.” 


Group Hears Washington Counsel 
Speaking on the _ ramifica- 
tions of the Fair Labor Stand- 





NEW PRESIDENT 


Veteran of 36 years in hard- 
ware retailing, Carl E. Graeff, 
was named president of the Na- 
tional Retail Hardware Associ- 
ation. Mr. Graeff, is head of one 
of Dayton, Ohio’s largest re- 
tailing hardware operations. 











ards Act (better known as the 
Federal Wage-Hour Law), Wil- 
liam R. Noble, Washington 
counsel for NRHA, set forth 
his ideas as to what inclusion of 
retailers in the “Act” would 
mean. He promised to keep the 
Association alerted as to devel- 
opment in Congress during the 
next session. 


Stanley V.P. Speaks 

Hoyt C. Pease, vice-president 
of The Stanley Tool Works, ad- 
dressed the congress on the sub- 
ject of “How to Make Merchan- 
dising a Tool for Profit.” His 
speech furnished answers to 
these questions: “Is the Hard- 
ware Retailer getting his fair 
share of this growing mar- 
ket ?”, “What has happened dur- 
ing the past ten years?”, and 
“What can be done to assist him 
to obtain a larger share?” 

During the activities of the 
convention, directors for the 11 
Western states were named. 
They were: Charles Ruggles of 
Guerneville Hardware, Guerne- 
ville, Calif., for District 12; and 
Tony Manno of Acme Hard- 
ware, Medford, Oregon, for 
District 138. Mr. Ruggles was 
past president of California 
Retail Hardware Association 
and has been active in other 
civic groups. Mr. Manno has 
been re-elected to his directorial 
position with NRHA. 
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Colorado 
Dealer 
Bids For 


Farm 


Trade 


Longmont Store 
Hi-Lights Farm 
Goods... 


AKING a new approach to the 

farm market and planning 
specifically for it in the design 
of his new hardware store, has 
brought a constant, profitable 
increase in this aspect of sales 
for Charles Fry, owner of Long- 
mont Hardware Company, Long- 
mont, Colorado. 

Fry spent $25,000 a year and 
a half ago in designing a hard- 
ware store, “new from the 
ground up.” Taking into con- 
sideration the fact that the met- 
ropolitan Longmont market is 
far exceeded both in numbers 
and in volume potential by truck 
drivers, sugar beet farmers, 
stockmen and ranchers in the 
trading area surrounding, he 
carefully set aside 20 feet of 
wall space across the rear of the 
store for a handsome farm sup- 
ply department prior to setting 
up the store, Mr. Fry likewise 
carefully surveyed the market 
and found that farm supply vol- 
ume, by and large, was going to 
mail order houses, including a 
store right in his own commu- 
nity, and of course via the fa- 
miliar catalog route. Most 
farmers, he likewise found, were 
thoroughly willing to do their 
shopping in their own commu- 
nity providing that the proper 
stock, price categories, etc., were 
included. The result was the de- 
cision to cater specifically to the 
farmer. 

Point number one which Fry 
has emphasized heavily from the 
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GALVANIZED WARE AND FARM SUPPLIES are featured by this Colorado 
retailer, in a 20-foot long wall display. Brings farm materials under self- 


service system. 


beginning is attractive, open 
self-service displays in farm sup- 
plies, combined with galvanized 
ware, fully equal to the same 
sort of display and sales tech- 
nique in any other department 
in the store. 

The department occupies 20- 
feet of wall space and is identi- 
fied by the overhead canopy with 
silhouette letters indicating, 
“Galvanized Ware and Farm 
Supplies.” Fry lumped the two 
together due to the fact that 
much of the farm supplies in- 
volved are in galvanized ware. 
There is room along the broad 
lower shelf for extremely large 
trash cans, as well as standard 
size, while at waist level, more 
than 12-feet of shelf space shows 
specialized buckets and pails. 
On the shelf above are oiling 
cans, squirt cans, special - pur- 
pose containers of various types, 
gasoline and butane lanterns. 
Bracketed into the pegboard wall 
at the top are a variety of small 
shelves which show often-needed 
fast-moving farm supplies. 

In the broad open space at the 
left, with pegboard paneling ex- 
tending from the floor to canopy 
level, Fry shows attention - ar- 


resting farm supplies such as 
plastic and wire screen cloth, 
callers, cow kickers, dairy 
aprons, special paints for farm 
use, etc. Pumps, electrical fenc- 
ing, general builders’ hardware 
for farm use, etc., are all not only 
out in plain view but more im- 
portant are given the same sort 
of impressive display as any 
other item in the store. 

Determined to publicize the de- 
partment effectively, Fry spon- 
sors an early morning “Man on 
the Street” program with the 
unique title, “This and That and 
the Other.” Beamed at the re- 
gion’s farmers, the program con- 
sists of three interviews inter- 
spersed with music and commer- 
cials. The weather forecast, farm 
crop prices, local news about 
farm families, etc., all of which 
are intensely important to both 
ranchers and stockmen. 

Fry said, “Farmers, to a man, 
are modern businessmen today 
and they appreciate the fact that 
we have gone to special pains to 
attract them. Our farm supply 
department has shown a steady 
increase month by month, where 
others have gone up or down 
sporadically.” 
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REPORTS 


... on Annual Builder Hardware Conference in West and 
The Pot & Kettle Clubs Convention in the Rockies 








Pacific Coast Builders 


Hardware Group in Victoria 


The Twelfth Annual Build- 
ers’ Hardware Conference ot 
the Pacific Coast was held in 
Victoria, May 26-28. The Em- 
press Hotel was the site of the 
meetings and headquarters. Ex- 
perts in the fields of metals and 
plastics presented a preview of 
things to come in their respec- 
tive fields through the result of 
continuous scientific research. 
Sightseeing, golf, fishing and 
dancing kept the members and 


their wives busy. LARGE GROUP of men and women who helped the general chairman, Fritz 


B. Haines, Washington Steel Products, Inc., put on the many special events 
. .. banquets, receptions, tours and sports. 
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le took most of the participants to BUILDERS HARDWARE MEN from many states roamed 


THE SHIP from Seatt 


Victoria. It left on Sunday morning. Here are a few around ship meeting friends they hadn’t seen since last 
strolling on the promenade deck. conference at Santa Barbara. 


READY TO LEAVE SHIP and head for customs are con- REGISTRATION took place on board ship so that partici- 
sultants, representatives and factory men. pants could recognize each other. 
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POT & KETTLERS 
MEET IN ROCKIES 


BOUT 200 members of Pot 

& Kettle Clubs, their wives 
and children, attended the an- 
nual convention of the Associ- 
ated Pot & Kettle Clubs of 
America June 24-26 at the 
Stanley Hotel, Estes Park, Col- 
orado. 

Carl Hobson, Harper & Ren- 
olds Corporation, Los Angeles, 
was elected president. He was 
installed at the annual banquet 
on June 26 succeeding Allen 
Carpenter, manufacturers’ rep- 
resentative, Denver, Colorado. 

Other officers elected are: 1st 
V. P. — Wally Suva, Frederick 
and Nelson Co., Seattle; 2nd 
V. P. — C. Roderick Adams, 
San Francisco; secretary — 
Louis Bell, Washburn Co., Los 
Angeles; treasurer — Harold 
Norton, Cory Corp., Los An- 
geles; and new member of the 
board of trustees — Forrest 
Bennett, Denver. 

New members of the board 


EMCEE Harold Levine (Denver) had 
audience spellbound. At left of head 
table is Mr. & Mrs. Carl Hobson. At 
right, is Mrs. Levine, and Mr. & Mrs. 
Allen Carpenter, and Harold Kueker. 


LOS ANGELES DELEGATES ar- 
rived en masse with their candidate 
for president, Carl (Hobby) Hobson 
riding on hood of lead car on a hobby 
horse. L. A. members had arrows in 
heads to publicise their meet. 
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A QUICK BRIEFING on next year’s program is being given to the new officers 
of the Associated Pot & Kettle Clubs of America by its new president, Carl 
(Hobby) Hobson (at left). The other officers are (from left to right): Wally 
Suva, first V.P.; C. Roderick Adams, 2nd V.P.; Louis Bell, secretary; Harold 


Norton, treasurer. 


of directors are: James P. 
Stewart, Jr., Seattle; Jim Glan- 
don, Portland; Robert Moser, 
Tacoma; Lloyd Nelson, Los 
Angeles; Dan Ellis, Phoenix; 
Frank Stucky, Sacramento; 
Richard Nevens, Spokane; Max 
Fisher, San Francisco; and 
Wm. Gelder, Denver. 

Regional vice presidents ap- 
pointed by the president are: 


RETIRING PRESIDENT Allen Car- 
penter (standing, right) greets in- 
coming president, Carl Hobson, who 
had the audience “in stitches” from 
the opening words to the end of talk. 


CAMPAIGNING NEVER STOPPED. 
Hobby rides again during meeting 
with delegates parading through hall. 
Arrows in heads refer to L. A. con- 
vention’s site for next year, Arrow- 
head Springs. 


William Daupe, Seattle; Tom 
Jones, Portland; Dick Moore, 
Los Angeles; Bonnell Glump, 
Tacoma; Sewell Sample, Phoe- 
nix; Clarke Wheeler, Sacra- 
mento; Les Denton, Spokane; 
Paul Rice, San Francisco; and 
Roy O’Donnell. Other appointees 
are: Dick Howard, publicity; 
and John Adams, historian, 
both from Los Angeles. 


£ 


PAST PRESIDENTS table had the 
largest attendance of former prexys 
in the history of P & K conventions. 
There were ten and their wives plus 
Mrs. J. C. Gillen, widow of S. F. 
charter member. 


bic 


“MACK SENNET COPS” chased 
bathing beauty (vintage of ’20s) 
through lobby, and dining room at 
convention to spark interest in L. A. 
Club’s “Hollywood” type convention 
to be held next June. 
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ON SUNDAY EVENING everyone 
went to the hill behind the Stanley 
Hotel for a “Swiss” steak barbecue. 


DENVER GROUP takes time out for 
lunch before entering into afternoon 
activities. 





we 


A SEATTLE GROUP have just 
cleaned up hors d’oeuvres. 


Ne 


WINNERS of contest 
pose, then plunge into pool. 


THE PREXY enters 
Funny Bathing Suit 
contest. 


Ps ae Ed 


“WHAT’S NEWS on Slater,” PHOENIX tried to 
say Art Greenburg and Ken _ get their man, Ellis, 
as third V. P. 


Dahm as they start to read. 
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MR. MACK changes hairdo of 6 
ladies with 6 strokes of brush. 


IN THE COOL of the evening, many 
members collected around camp fire to 
sing old songs and just have fun. 


NEW ARIZONA GROUP was well 
represented and arrows in heads in- 
dicate they will help L. A. next year. 


SAN FRANCISCO GROUP pose on 
porch with background of snow-cap- 
ped peaks. 


PORTLAND GROUP have foresight 
in promoting their convention in ’61. 





J 
MOORES had 
anniversary. 


SOME of many manufacturers 
being entertained at dinner. 


TEEN-AGERS had their party, 
too, with funny hats and other 
favors. 


CHILDREN had gay party 
on last night with balloons 
and toys. 








DONKEY TOOTH 
brush goes to Mrs. 
Lou Bell at lunch. 


CHAFFER of Port- 
land doing what 
comes naturally. 


A WELCOME table 
in lobby at break- 
fast time. 
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Make their lunch time 
your profit time! 














Also in authentic “BLACK 
WATCH” SCOTCH PLAID 


A £ 
UNIVERSAL ES is rf ft Subtle green and black “Black 


Watch” plaid with a choice of 
hand or shoulder strap. 




















LUNCH-N-BAG 


Authentic “Royal Stewart” Scotch Plaid. The new Mary-Ann Lunch- 
n-bag has plenty of room for lunch plus all her everyday necessities. 
Rubberized, water-proof interior. Models with shoulder or hand strap. 
Choice of 10-ounce or pint “Pour-Easy” vacuum bottle. 


Dealer cost $3.32 








for the school girl... for the school boy... 
UNIVERSAL CARNIVAL UNIVERSAL PIONEER 
LUNCH KIT LUNCH KIT 


Carnival . . . a scene of fun with everything from 
Noah’s Ark to a fairyland castle. Lunch kit in full 
color. Matching 10-o0z. “Pour-Easy” vacuum bottle. 

Dealer cost $1.93 


Pioneer catches a boy’s imagination. Indians! Fron- 
tiersmen! Adventure! Lunch kit in full color. Match- 
ing 10-ounce “Pour-Easy” vacuum bottle. 


Dealer cost $1.93 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


For Details Circle 53 on INQUIRY CARD 
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SEPTEMBER MERCHANDISING 





FIRST WEEK 





WINDOW A 


WINDOW B 





IN-STORE 


ADVERTIS- 
ING 





SPECIAL 
DATES 
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Aug. 31-Sept. 6 | 





School Day Needs 


(Con 
} 
| 
| 


ASSIGNMENT FOR 

FALL ... Paint the 

Home 
| 





ASSIGNMENT FOR 


FALL... Paint the | 
Home (Feature inte- | 
ricr and exterior paints 
ba kinds along 
with tools and supplies 
needed to do complete 
ob) 


Fall Appliance Show 
Feature ranges, wash- | 
rs, ironers, dryers, 
etc.) 


Heaters (Feature space 
and portable heaters) 
| 


Shoot the Works ... 
On Easy Terms (Hunt- 
ng Promotion) (Cont.) 





Sept. 1-30 — American 
Home Lighting Fixture | 
Month ‘ 


Sept. 1-30— Steel 
Kitchen Cabinet Month 
Sept. 2—Labor Day 





SECOND WEEK 


Sept. 7-13 


ASSIGNMENT FOR 
FALL ... Improve the 
Home Look 


ASSIGNMENT FOR 
FALL . . . Paint the 


ASSIGNMENT FOR 
FALL .. . Improve the 
Home. Look (Feature 
lighting fixtures, port- 
able lamps, cabinet 
hardware, fireplace fix- 
tures, bathroom and 
kitchen ; and 
accessories, et 


fixture 


ASSIGNMENT FOR 
FALL .. . Paint the 
Home (Cont.) 


Fall Appliance Show 
Cont ) 


Heaters (Cont.) 


Shoot the Works .. . 
On Easy Terms (Hunt 
ing Promotion) (Cont 





Sept. 9—California 
Joined Union 1850 


THIRD WEEK 
Sept. 14-20 


ASSIGNMENT FOR 
FALL . . . Improve the 
Home Look 


ASSIGNMENT FOR 
FALL .. . Clezn-Up 
& Fix-Up 


FOURTH WEEK 


Sept. 21-27 


ASSIGNMENT FOR 
FALL . . . Clean-Up 
| the Garden 


ASSIGNMENT FOR 
FALL ... Clean-Up 
& Fix-Up 





| - 
ASSIGNMENT FOR 
FALL . . . Clean-Up 

& Fix-Up (Feature re- 

air and tools 

ng supplies 


mment 


temce 


and clear 


ASSIGNMENT FOR 
FALL . . . Paint the 
Home (Cont.) 


ASSIGNMENT FOR 
FALL . . . Improve the 
Home Look (Cont.) 


Fall Appliance Show 


Heaters 


Shoot the Works 
On Easy Terms 
ng Promotion 


Sept. 14-22—National 
Home Week 


ASSIGNMENT FOR 
FALL . . . Clean-Up 
the Garden (Feature 
awn sweepers, rakes, 
incinerators, stee 
goods, garden hand 
tools, seed and fertil- 
izer) 


ASSIGNMENT FOR 
FALL .. . Paint the 
Home (Cont.) 


ASSIGNMENT FOR 
FALL .. . Improve the 
Home Look (Cont 


ASSIGNMENT FOR 
FALL . . . Clean-Up 
& Fix-Up (Cont 


Fall Appliance Show 





| ——— 


Sept. 22-28 — National 
Television Week 


a 
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SEPTEMBER PROMOTIONS 





ASSIGNMENT FOR FALL 


This theme covers four individual promotions for September, 
that come under the general do-it-yourself classification. 


























ASSIGNMENT FOR FALL 


in 





























... Paint the Home 


Schedule: Aug. 31-Sept. 13 


OBJECTIVE: The entire group of promotions 
were designed to influence home owners to get 
their home ready for fall and winter. 


WINDOW: Use a large piece of cardboard and 
line it to make it look like a sheet of memo paper. 
This type of sign is to be used for all of the 
promotions for this month. 


ADVERTISING: A cut of the memo sheet 
could be made as a lead for newspaper ads. For 
direct mail, you could have an artist make up a 
memo sheet the size of a letterhead and print it 
by the offset method. Enough copies could be 
printed in black for four mailings to your list. 
Then run in red the name of the promotion as 
shown in the illustration. On the inside in black, 
or two colors, could be run suggestions of items 
for each individual promotion. 
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..- Clean Up and Fix Up 


Schedule: Sept. 14-27 


WINDOW: Hang long handled brushes and 
mops from ceiling as a quick method of impress- 
ing by-passers on the nature of your promotion. 
Show not only items for cleaning, but also tools 
and such things as electrical and plumbing sup- 
plies. Replacement of broken glass is also im- 
portant. Display glass and in some areas storm 
windows. 
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/R-marked American Chain 


brightens your profit picture! 


American Chain is color-marked for instant 
brand identification! 

American Chain is color-marked for easy 
measurement! 

American Chain is color-marked for pro- 
tection against error! 
That is the big new idea in chain selling that saves 
you time, insures accuracy in selling, pleases your 
customers and increases sales of American Chain. 

For now American Chain is marked, at intervals of 

approximately five feet, with a distinctive, self-identi- 
fying color band of stick-tight tape. These bands of 
tape each bear the brand name ACCO, also the grade 
of the chain (Proof Coil, BBB, High Test, Alloy). 


Tapes are in standard industry colors as follows: 


GREEN.....for ACCO Proof Coil 
RED.............forACCO BBB 
BLUE....... for ACCO High Test 
ORANGE....... for ACCO Alloy 


Containers are marked with the same colors 


Quick Identification * You and your customers can see 
instantly what grade the chain is, and that it is American 
Chain—the very best in chain quality and value. This 
eliminates the possibility of confusion and error. It 
makes both selling and buying easier, faster, more sat- 
isfactory all around. 

Easy Measurement ° It is a simple matter to measure 
off any desired length of chain, in seconds, thanks to 
these bright, durable color markers which appear ap- 
proximately every five feet of the chain. 

Full Protection * These color markers assure your cus- 
tomer that he is getting the right length and the right 
grade of genuine ACCO-made chain he wants. Even a 
color-blind person can identify the chain from the 
easily-read color markings. 

Order these color-marked, easily-identified American Chains 
from our authorized American Chain Distributor. He is pre- 
pared to give you the very finest, promptest chain service. 


Write us at York, Pa., for booklet, "Finger Tip Facts about Chain” 


American Chain Division Acco 
AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, “Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
*Indicates Warehouse Stocks *Portland, Ore., *San Francisco 


For Details Circle 21 on INQUIRY CARD 


AUGUST 1957 





SEPTEMBER PROMOTIONS | 





ASSIGNMENT FOR FALL 





gos 











£RS 
car FLOW 
os t | SS — DEAL OR ARTIF! 

















portehaue? 


Pe el 




















... Improve the Home Look 
Schedule: Sept. 7-20 


OBJECTIVE: This phase of the program has 
to do with improving the general appearance of 
the home with such merchandise as lamps, light- 
ing fixtures, pictures, fireplace fixtures, cabinet 
and builders hardware, bowls, vases, clocks and 
other such items. 


WINDOW: Continue to use the memo style 
sign. To keep from making one of these signs 
for each like promotion, an original board can be 
painted with lines, and when dry, sprayed with 
clear lacquer. The individual sign, such as “Im- 
prove the Home Look” can be put on the board 
with a heavy, colored grease crayon. When fin- 
ished it can be rubbed off and other lettering 
applied. 


ADVERTISING: Use the memo cut to start 
and show several different types of merchandise 
with all prices listed. 
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..- Clean Up the Garden 
Schedule: Sept. 21-Oct. 4 


OBJECTIVE: Garden clean-up rounds out the 
campaign for getting the house and yard ready 
for fall and winter. It acts also as a sort of clear- 
ance sale for many garden supply items. How- 
ever, if the promotion is carried out effectively, it 
won’t be necessary to make price a factor. 


WINDOW: Potted plants will help make this 
window attract attention. Display all types of 
merchandise for cleaning up the lawn and garden 
such as lawn sweepers, rakes, pruning shears, etc. 
This would also be a good time to sell house plants, 
and planters of all types. 


ADVERTISING: Use the memo cut with a change 
of copy for the garden theme. Also include a 
power mower as a lay-away gift item. 
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DRILL-SAW TEAM PLUS 4 WOOD AUGER BITS 
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SANDER & JIG SAW PLUS YEAR’S SUPPLY OF BLADES 6%" SAW, SAW-TOTER CASE, 4” DRILL 


A MAIL THIS COUPON TODAY! 
Mail to: George Weatherby, Vice President, Sales 
Portable Electric Tools, Inc. 
320 W. 83rd Street, Chicago, Illinois 
Please send me complete information — including prices 
— on the Shopmate ‘57 Christmas Promotion. HW 8-57 
NAME 
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\-———._—_34 PC. 4” DRILL-SAW KIT 38 PC. 4" “CHORE-BOY KIT” oe 
For Details Circle 22 on INQUIRY CARD 
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Boost Your Impulse Sales With 


BLOOM-RITE Se/f Service BULBS 


Reg. U.S. Patent Office 





Packed in Full-color, Lithographed, Illustrated Window Boxes 


Each Balanced Assortment is carefully selected and designed for your particular 
climatic conditions, and local bulb preferences. The packaged assortments in- 
clude: Tulips, King Alfred Daffodils, Fancy Daffodils, Hyacinths, Ranunculus, 


Anenomes, Iris, Crocus, Freesias, plus many other desirable bulbs. 


BALANCED ASSORTMENTS 


Col i nt ius bare 
100 pkg. Bulb Assortment #1 $ 35.00 $ 37.50 
300 pkg. Bulb Assortment #2 105.00 112.50 


1000 pkg. Bulb Assortment #3 325.00 350.00 





Send for our price list on other horticultural 





items. See our “delivered-to-your-door” prices. 


ee Vlurserynens Exchange 


00 Pack $15.00 d F 
auadot a tees freight ppd. 475 Sixth Street, San Francisco, Calif. 
: For Details Circle 23 on INQUIRY CARD 














Say “seal it 
with Thompson’s” 
when you sell it! 


Thompson’s Water Seal is the all-season, 
multi-purpose water sealer, tried and 
proved in commercial and residential 
construction. And it’s the natural selling 
companion for such hardware items 
as brick barbecues, awnings, 
ready-made fencing, patio 
tables — and with paint. 
Thompson’s Water Seal pro- 
tects and preserves unpainted 
or painted wood, plaster, 
concrete, stone, mortar, 
stucco, canvas, leather, 
asbestos, fabric and many 
other materials — and stops 
moisture damage. 


“Seal” your sales for 
extra profit 

Available in a wide variety 

of sizes ranging from 8 ozs. to 
55 gallons. For complete 


a hatural for tie-in sales! < Z “ ce Ly “il information, write Dept. F-8. 


—. A. THOMPSON, INC., MERCHANDISE MART, SAN FRANCISCO 3, CALIF. 
SAN FRANCISCO * LOS ANGELES * SAN DIEGO * PORTLAND ° SEATTLE * DALLAS 
HOUSTON «* ST. LOUIS © ST. PAUL © PHILADELPHIA * DENVER * DETROIT 
For Details Circle 24 on INQUIRY CARD 
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138 —“FOIL-ED AGAIN!” Another 
use for versatile aluminum foil has 
been added to its list of accomplish- 
ments. Potted plants are now offered 
in brightly colored foil containers. 
According to maker aluminum pots 
give potted plants superior protection 
by holding plant moisture longer. 
Foil “Alumipots” lend themselves to 
easy color coding for price and 
when displayed in the specially de- 
signed rack boost impulse sales in 
garden section. —Reynolds Metals Co. 














139—DOUBLE EXPOSURE is bad in 
photography; but in this new mer- 
chandiser for paint brushes it serves 
to boost selling power. Constructed 
of sturdy metal and mounted on four 
chromed legs (with legs removed 
serves as counter-top merchandiser). 
Angled, perforated panels on both 
sides permit display of more mer- 
chandise. Chrome sleeves have price 
slot and blank price cards are includ- 
ed. Case measures 16x24x52” high.— 
David Linzer & Sons, Inc. 
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Merchandising Aids 


140—A “GLOVE-LY” IDEA, is this 
new package for neoprene rubber 
household gloves. Gloves are now 
available in sturdy plastic bags with 
hang-up flaps. This combination per- 
mits self-service display on store peg- 
board fixtures, on counters or in bins. 
New 64-inch high revolving floor rack 
adds additional sales punch. Also 
available is space-saver one-square 
foot sheif display, which holds two 
dozen pair.—Pioneer Rubber Co. 


VLAY SAFE / 


Bg. AQUA-FLOAT 


’ ‘Style Crafters 


141—“PLAY SAFE” admonishes the 
two-color double-faced sign on this 
merchandiser for water safety equip- 
ment—safety belts, boat fenders, 
floating cushions, etc. Other “tie-in” 
promotion aids are available to deal- 
ers who wish to feature a “Play-Safe” 
campaign to promote these aquatic 
safety aids. Offered are catalogs, 
stuffers, metal signs, window stream- 
ers, posters, instruction books, mail- 
ing folders and others.—Style-Craft- 
ers, Inc. 








HEAD.” This new pegboard rack for 
“Target Head” striking tools stimu- 
lates sales by displaying tools in 
“heads-up” position that draws at- 
tention to their design features. Ten 
different racks and tool assortments 
are available, each made up of good 
cross-section of fast moving articles. 
Wall adapter available for dealers 
without pegboards.—Damascus Steel 
Products 


143—“RACK” UP SALES, with this 
compact display merchandiser for 
plastic doilies and place mats. Display 
holds all sizes and keeps them sepa- 
rate. Permits locating these impulse 
sale items in high traffic areas. Top- 
ped with colorful point-of-sale metal 
sign. Retail value of unit (shipped 
complete in carton) is $60.—Columbus 
Plastic Products 
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In spite of care, a hook can get over- 
loaded at times. 

It’s when the extra strain of emergency 
comes, that the quality in Diamond 
Hooks shows up. 

Insist on Diamond Hooks from your 
supplier — they are the best. 


CLEVIS ROUND 
HOOKS 


G 


PLAIN ROUND 
HOOKS 


CLEVIS GRAB 
HOOKS 


DIAMOND ™. T 
J PLAIN GRAB 


HOOKS 





COLD SHUTS 


p]y-N [eo], | » mt o7.\ i .¢ 


DULUTH, MINN. Est. 1908 TORONTO, ONT. 


For Details Circle 25 on INQUIRY CARD 








Get in step with the leader 





For more sales... greater profits 


<n 


#1657 HUNTING COAT 


#1579 FISHING CREEL 


gp 
LEATHER FACED [7 | 
STAG PANTS fa FP 








“you can't buy better«+- Write 


to save your life. for free literature 


THE AMERICAN PAD & TEXTILE CO. 
SPORTSWEAR DIVISION 


GREENFIELD, OHIO 


For Details Circle 26 on INQUIRY CARD 
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144—“BRIGHT BIRTHDAY BUN- 
DLES” and the need for gift wraps 
for other occasions will bring custom- 
ers to this complete gift wrap depart- 
ment that measures only 46x30x60”. 
—Modern Display Equipment Co. 


145—“DOOR-PULL DRAMA” is the 
theme of this display unit which fea- 
tures various color combinations in 
cabinet door pulls. Hardware com- 
bines brass, bronze or copper finishes 
with solid black.—Washington Steel 


146—MECHANICAL MEMORY is a 
feature of this high-speed printing 
calculator. Ten-key machine applies 


short-cut methods to calculations. 


—Clary Corp. 
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Merchandising Aids 


ir 


RUSHES By 


BAKE 


Cr ae aay 


147 —“BRUSH-UP” your methods 
of merchandising paint brushes 
through use of this streamlined re- 
volving brush display to encourage 
impulse sales.—Baker Brush Co. 


ure permarent lub xohon 
far home-gerden ot workshop 
USE ON METAL WOK D O8 PLASIC 


148—“PERPETUAL MOTION” (AI- 
most)! Maker claims that moving 
parts lubricated once with this prod- 
uct never have to be relubricated.— 
Flamemaster Inc. 


149—“EXTENSION-NAPPING” is a 
crime of most householders. This im- 
pulse pack should help to sell that 
extra cordset.—Crescent Company 








150—EYE-LEVEL EYE-CATCHER 
is this display unit for “Mighty Mite” 
sprayers. Back panel shows uses of 
sprayer. Assortment of descriptive 
literature comes with unit. F. E. 
Myers & Bro. Co. 


151—“BONUS BUCKET” of pocket 
knives offers customers a choice of 
stag, horn or pearlescent handle in 
camp knives, jacks and pens. Con- 
tains 36 knives.—Camillus Cutlery 


152—“PEEK-A-BOO” merchandiser 
for wrenches and sockets features 
four 12-24 inch back-to-back rotating 
metal displays. Takes little counter 
space and no anchoring. Comes with 
or without tools.—Billings & Spencer 
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still want quality! 





\— oe ww ‘a 


that’s why it 
always pays 
to sell 
GREENLEE 


The minute you hand a GREENLEE tool 
to a customer, he can “‘feel’’ the 

fine quality and extra workmanship that 
go into its making. Every GREENLEE 
tool is carefully formed and finished for 
accuracy and correct cutting edges... 
and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
GreEN_eE tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Greenuee. Line includes 
famous GREENLEE 22 Solid-Center Auger 
Bits . . . Electric-Drill Bits . . . Expan- 
sive Bits... Chisels... Gouges... 
Turning Tools . . . Drawknives . . . and 
many more. Ask your wholesaler, or 
write for free, new complete catalog. 


TOOLS FOR CRAFTSMEN 


GREENLEE 





FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices and on costs, to help you 
rapidly figure your markups. Tells your 
profit story in seconds. Free to hardware 
and building supply dealers . . . send 
request on your letterhead. 


GREENLEE TOOL CO. 


1788 HERBERT AVE.. ROCKFORD, ILL. 
For Details Circle 27 on INQUIRY CARD 
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ADDITIONS TO 
DIRECTORY OF WESTERN 
WHOLESALERS 


Add the following listings to the 
directory in your copy of the June 
1957 HARDWARE WORLD. 


CALIFORNIA 
SAN FRANCISCO 











HOUSEWARE SALES CoO. 

1330 Howard Street. 

San Francisco, Calif. 

PRES: Herbert J. Kutner. 

SALES MGR: Charles H. Jolliffe. 
TERRITORY: Northern & Central Cali- 
fornia and Southern Oregon. 
DEPARTMENTS: Houseware, Gifts, Ap- 
pliances, Garden Supplies. 

SAMPLE DISPLAY ROOM: For all 
products. 

SPECIAL EVENTS: Open House during 
all Regional Housewares and Gift 
Shows. 





OREGON 





PORTLAND 





POLSON IMPLEMENT Co. 

208 Southeast Hawthorne Blvd. 
Portland, Oregon. 

Branch: (See Seattle) 

V.P. & SALES MGR: Charles F. Clark. 
TERRITORY: Oregon, Idaho to Moun- 
tain Home, 3 Northern Counties of 
California. 


WASHINGTON 








SEATTLE 





POLSON IMPLEMENT Co. 

631 Western Avenue 

Seattle 4, Washington. 

PRES: Robert L. Kummer. 

SALES MGR: Frank Kuntz. 
TERRITORY: Washington, Oregon, 
Idaho, Western Montana, Western Brit- 
ish Columbia, Alaska. 
DEPARTMENTS: Farm Equipment & 
Supplies, Garden Equipment & Supplies, 
Pump & Well Supplies, Sprinkler, Irri- 
gation Equipment. 

SAMPLE DISPLAY ROOMS: For all 
lines. 

SPECIAL SERVICES: Equipment dem- 
onstrations, Repair Shop, Part Stock 
for Lines Handled. 

SPECIAL EVENTS: Dealer Pump & 
Sprinkler Irrigation Schools in Febru- 
ary. 





SPOKANE 





POLSON IMPLEMENT CoO. 

E. 210 Montgomery St. 

Spokane, Wahington. 

Branch: (See Seattle) 

BRANCH MGR: Gordon Bjork. 
TERRITORY: Eastern Washington, 
Northern Idaho, Western Montana. 








Let's See . . Carpet Tacks . . Carpet 
Tacks . . 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD PAGE 48 


“G.E. PORTABLE APPLIANCES 
1957-58” is the title of a new bro- 
chure from General Electric, which 
beautifully illustrates and describes 
their latest innovations in electrical 
housekeeping. Covered are: ironing 
(new G.E. Sprinkle-Steam & Dry 
Tron), table-top cooking (new Auto- 
matic Sauce Pans with detachable 
thermostatic-control), mixing (new 
Mixer with removable cord-set, for 
greater portability). Also covered 
briefly are the G.E. warranty system, 
product services and listing of Service 
Centers. 

For Details Circle 171 on INQUIRY CARD 


THE WRAPPING SUPPLY MAN- 
UAL, 144 pages published by the 
Store Management Group of NRDGA, 
contains a solid background of useful 
technical information on the major 
wrapping supply items used by stores. 
Manual offers a practical, construc- 
tive guide for the complete review of 
current store practices in this area 
and the establishment of new stand- 
ard sizes and construction specifica- 
tions. It is available for $20.00. 

For Details Circle 172 on INQUIRY CARD 


AMEROCK DEALER DISPLAYS 
CATALOG No. 104, illustrates 31 dif- 
ferent displays of cabinet hardware 
for any store arrangement, depart- 
ment, or any “on-the-job” use. In- 
cluded are Amerock revolving display, 
twin-size displays, individual “pic- 
ture-frame” displays, etc. 

For Details Circle 173 on INQUIRY CARD 


“DEMING CONVERTIBLE JET 
WATER SYSTEM” is described in 
a new bulletin from The Deming 
Company. This low-cost jet system is 
designed for use in small homes, cot- 
tages and other structures where a 
quiet, reliable water system is re- 
quired. 

For Details Circle 174 on INQUIRY CARD 
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“OPEN THE DOOR TO PROFIT- 
ABLE IDEAS” is the instruction to 
readers of a cleverly designed pam- 
phlet from United States Steel Corp., 
Columbia-Geneva Steel Division. In- 
cluded in this folder (designed to re- 
semble an actual 5 lb package of USS 
nails) are eight ways Western hard- 
ware dealers are using modern mer- 
chandising methods to make larger 
sales and profits. 

For Details Circle 175 on INQUIRY CARD 


TAPE RULE & REFERENCE 
MANUAL has been made available 
by the Lufkin Rule Company. This 
excellently prepared 8%x1l book 
covers the history of measurement 
and product information on measur- 
ing devices as applied to specific in- 
dustries, is given in easy to under- 
stand language. Designed to help 
sales-people assist their customers in 
selection of proper measuring aids. 

For Details Circle 176 on INQUIRY CARD 


“SHARPENING INSTRUCTIONS 
FOR YOUR SAW CHAIN” are given 
in a newly revised bulletin from At- 
kins-Borg-Warner Corp. Bulletin is 
fully illustrated and shows, step-by- 
step, how to obtain professional saw 
filing results by using the proper 
tools. Also described is the Atkins 
Replacement Parts Kit containing 
chisels, drive links, depth gauge tools, 
filing vises and other accessories 
needed to repair saw chain. 

For Detalls Circle 177 on INQUIRY CARD 


“BURKS PUMP BOOK OF 
PRICES AND SPECIFICATIONS” 
has been published in a completely 
new edition by Decatur Pump Com- 
pany. Information for pump dealers 
lists details about many available 
Burks sales tools and several new 
tables of pump performances at new 
depths and methods of listing com- 
plete water systems have been in- 
cluded in the book. 

For Details Circle 178 on INQUIRY CARD 


MERCHANDISING PLAN BOOK 
for General Electric portable ap- 
pliances, hi-lites the idea of planning 
ahead to sell more. Laid out in clinic 
form it answers questions concern- 
ing sales-potential, inventory stocks, 
and sales goals. Included are listings 
of all G.E. sales aids for portable ap- 
pliances, including: displays, ad mats, 
merchandising ideas, and a month-by- 
month calendar to assist in planning 
promotional ideas for the coming sea- 
son. Listed also are the dealer T.V. 
commercials available for local use. 

For Details Circle 179 on INQUIRY CARD 


“SPEED-E-SAW,” a ball bearing 
drive saw attachment for electric 
drills and drill presses, is described in 
a three-color mailing piece from Jen- 
Mer Machine Company. The device, 
which starts its own hole in wood, 
should be a hot item for the do-it- 
yourself market. 

For Details Circle 180 on INQUIRY CARD 


“BRUSHES FOR INDUSTRY” are 
featured in a new 22-page catalog 
from Anderson Corporation. Detailed 
specifications are presented clearly, 
along with numerous tables of help- 
ful information useful to brushing 
applications. A color-coding system 
simplifies ordering. 

For Details Circle 181 on INQUIRY CARD 
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NEW PRODUCTS — Continued From Page 15 





ae ica peer 


153—“OPEN SESAME!” Just the 
touch of a button on the dash-board 
of your car and, like the magic door 
legend, your garage door opens with- 
out the touch of a human hand. Elec- 
tronic device operates up to 150-feet 
away from garage in any direction.— 
Packard-Bell Electronics 


yy 


154—HERE’S A SCOOP! No, not a 
hot news item; but a new aluminum 
scoop that could be a hot sales item. 
New alloy is 20% stronger than those 
previously used and 20% more wear 
resistant. Re-shaped bow! has greater 
capacity. Extra depth with no weight 
increase.—True Temper Corp. 


6 

8 
155—“ROSIE THE RIVETER” would 
find her job greatly lightened by this 
pin-grip expansion rivet. Company 
claims that new device makes riveting 
as easy as driving a nail. Body is 
inserted in drilled hole in metal pan- 
els, when pin is struck rivet expands 
at bottom.—Star Expansion 
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156—“THAT’S A SWITCH.” New 
type of double-pole switch has me- 
chanical and electrical functions com- 
pletely separated. Parts necessary to 
mechanical operation do not carry 
electrical current. Loss of spring ten- 
sion due to overheating and metal 
fatigue are eliminated.—Tait Mfg. 
Co. 


cy 
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157—PUTTING ON THE BRAKES 
to slow down the return of blade to 
this tape-rule eliminates “backlash” 
and “creep.” Rigid blade stands up- 
right for vertical measuring. Nylon 
return mechanism assures long life 
and silent, dependable operation.— 
Evans Rule Co. 





158—A “COOKS” TOUR of outdoor 
cooking accessories should include 
these heat-proof stainless steel tools. 
17-inch rake, 16-inch tongs, 14-inch 
barbecue brush and scraper. 13-inch 
chrome plated steel tool rack clips to 
top edge of brazier bowls. — Wash- 
burn Company. 


159—ARE YOU “TIRE-D” of the 
endless twisting involved in remov- 
ing tire lugs. This new free-wheeling 
socket wrench hinge handle has a 
release mechanism permitting the 
handle to rotate freely in either di- 
rection. Many uses on autos and other 
machinery.—P&C Tool Company 


eZ 


160— FOR TALL “ANGELS” or 
other large cakes, this new square de- 
sign covered cake carrier has a smart 
copper tone finish. Won’t fade, chip, 
peel or show fingerprints. Tray is pol- 
ished aluminum. Simple but positive 
lid locking device holds tray.—Alu- 
minum Goods Mfg. Co. 


161—“ON THE BALL” (ball-pein 
that is!) New line of ball pein ham- 
mers features streamlined head in 
rust-resisting black with polished 
pein and face. Chrome plated tubular 
steel shaft for extra strength and 
safety. Head permanently locked to 
handle. Neoprene-fiber grip. — True 
Temper Corp. 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





162—“ALL HUNG UP!” Out of the 
way shelf is hung under cabinet or 
present shelf. Jars are suspended 
from undersurface. Makes excellent 
use of waste space while adding in- 
teresting decorative touch. Packed in 
new self-selling illustrated carton of 
durable “Tufbord.’”—Goodman Bros., 
Inc. 


163—“COUNTRY SQUIRES” will en- 
joy this new power mower. Maker 
claims the “ultimate in years-ahead 
styling” for this mower. Has 22-inch 
cut and comes with 2', or 2! hp. en- 
gine with recoil starter. Features 
“quick-change” ‘‘Speed Blades.” — 
Falls Products, Inc. 


164—OUT OF A “JAMB.” New fold- 
ing door hardware allows center- 
hinged panels to fold together against 
the jamb, giving full access to closet 
or wardrobe, with a minimum of door 
projection into room. Door-aligner 
eliminates need of bottom guide track. 
—Stanley Hardware. 
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165—“CUSTOM - TAILORED.” Make- 
Your-Own garden sprinklers al- 
low easy tailoring to fit any area. 
Customer selects needed parts from 
counter merchandiser and purchases 
necessary lengths of pipe made by the 
same firm. Puts out low, flat spray 
for good coverage.—Gates Rubber Co. 


166—WORTH ITS SALT... sugar 
- - + Pepper or any other item requir- 
ing measurement. Set of four mea- 
suring spoons and four measuring 
cups is carded for impulse sale. Made 
of anodized aluminum in coppertone 
finish for colorful touch.—Color-Craft 
Co. 


167—RENT TO SELL ... is the mer- 
chandising idea behind the promotion 
of this gun-tacker designed for instal- 
lation of non-metallic sheathed cable 
up to 44-inch in diameter. Merchan- 
dising program will be set up for 
dealers by manufacturer of this item. 
—Arrow Fastener Co. 


168—“IT’S A SNAP” to hang papers 
or any item usually requiring thumb 
tacks, staples, cellophane tapes or 
paper clips, with these quick-releasing 
tacks. Prongs nail into most surfaces, 
touch of lever holds or releases 
papers.—Gringo Mfg. Co. 


169—IN “JIG-TIME,” handy-man 
jobs will be accomplished with this 
powerful jig-saw, designed for the 
home craftsman. Makes own hole for 
pocket cuts and will cut metals, plas- 
tics and composition materials with 
proper blades.—Skil Corporation. 


. Ts : 
170—“HANDY-HANDLE” is a fea- 
ture of this extra heavy duty '-inch 
drill. Four-position rear handle is ad- 
justable to suit the job and can also 
be removed. Drill has gear-type chuck 
and key, speed and torque require- 
ments for industry.—Portable Elec- 
tric Tools. 
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WESTERN HARDWARE 


FIFTY-YEAR CLUB MEMBERS 


Hardware Vet Tells 
of '06 Days in S.F. 


GOLDEN HAMMER winner C. N. 
Wolfe displays his trophy. 


Recent recipient of the Estwing 
Golden Hammer 50-year award, C. N. 
Wolfe, owner of Wolfe Lumber & 
Hardware, San Francisco, had the 
following comments to make about 
his 56-years in the hardware busi- 
ness in one location. 

“T would like to mention the earth- 
quake time ... as my store was the 
only one from 19th & Folsom Sts. to 
Oakland I serviced the dynamite cars 
with gasoline, benzine & coal oil. 
Being born in the Mission District 
of S. F. in 1872, I have seen many 
changes in the city.” 

HARDWARE WORLD welcomes 
Mr. Wolfe to the ranks of dis- 
tinguished 50-year Club members. 


Pendleton Marks 50-Years 


LOS ANGELES — Pendleton Tool 
Industries, Inc., one of the largest 
manufacturers of hand service tools, 
celebrated its 50th anniversary during 
the week of June 24, 1957. 

Further ‘marking its 50th birthday, 
the company hosted its first Interna- 
tional Marketing Conference, in which 
over 90 sales representatives from the 
United States and Canada partici- 
pated. 

HARDWARE WORLD takes this 
opportunity to extend membership in 
the 50-Year Club to Pendleton Tool 
Industries, Inc. 
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RECOGNITION is given in the following columns to 
individuals and firms who have served the Western 
hardware market for 50 years or more. Others who may 
qualify should send full details to the editor of HARD- 








50-Year 
Membership 
Presented 
Aboard Ship 


JUST BEFORE 
THE President 
Wilson sailed 
from San Fran- 
cisco, Bruno 
Kaufner (2nd 
from left), on 
promenade deck 
with his wife, 
was presented a 
50-year member- 
ship by Milton 


Albin, editor of Hardware World. Those watching are some of the mem- 
bers of the Pot & Kettle club and their wives who held a surprise party 
for the departing Kaufners who were starting a three-month tour of the 
Orient, where Mr. Kaufner spent several years of his youth. Both are past 
80. Mr. Kaufner, retired, worked for Hazel Atlas Glass Co. both as a manu- 
facturers representative and as a company salesman most of his working 


career which started in the ’80’s. 


Victor Crowned King 


“KING OF THE SALES FORCE” 
—was the title given to Joe Victor, 
who retired recently after 50 con- 
tinuous years as salesman for Seller 
Bros. & Company, San Francisco 
wholesale hardware firm. Alan W. 
Hyman, company president, con- 
gratulates the retiring “king,” who 
was “regally-robed” by his company 
associates in a retirement ceremony 
and banquet. Mr. Victor was pre- 
sented with a suitably engraved gold 
cup. 


Half-Century In Corvallis 


Whiteside’s Hardware, Corvallis, 
Oregon, was founded in 1907 as 
Whiteside and Hout at Third & Madi- 
son. Today under the ownership of 
Henry and Duane Brands and the 
active managing of Joe Roe the firm 
is still at the same location. Another 
store was recently opened in Albany, 
Oregon. 


HARDWARE WORLD takes 
pleasure in adding Mr. Victor to the 
membership of the 50-Year Club. 


Firm President Retires 


After 52 years with Carlton & 
Rosenkrans Co., Canby, Oregon, Mr. 
R. C. (Rubie) Smith, for 15 years 
president of the firm is stepping into 
retirement. He joins in retirement 
George E. Fletcher who served the 
firm for 53 years prior to 1946. 
HARDWARE WORLD welcomes 
both these men and their firm to the 
50-Year Club. 


HARDWARE WORLD 





you can make 


. - ‘more money 
Smart Cinderella Bowl Set : selling 


by PYREX:... D&M Sports Equipment 


— 
¢ 


: designed for your retail sale, as well 
—_ as Little League, Babe Ruth League, 


Pony League and other youth teams. 


Permits you to handle a complete 
@ Look at the outstanding advantages of this line with distribution through 
beautiful Cinderella Bowl Set... newest in the 
Pyrex ware line. They all add up to one of the 
fastest-moving profit-makers you’ve ever had! 


select wholesalers so geographically lo- 
cated to give you prompt and efficient 2) 
service on all reorders. 


@ Each bowl has handle for safe QQ G Quality merchandise with eye appeal 
carrying—spout for easy pouring. G galore, competitively priced. 


@ Beautiful, new shape—choice 
of smart colors and patterns. 


e@ All four bowls nest to save 
shelf space, no matter how the 


handles are turned. MacGregor tennis rackets, badminton 


@ They’re ideal for mixing, bak- sets, tennis and golf balls. 
ing, serving and storing. 


@ They enhance any table setting 
—make beautiful flower bowls. 


@ Whatever the food, PYREX ware —_ 


lends no taste—borrows no flavor. splay materials. 


Better-than-average 
dealer profit. 











@ You can offer these bowls in a choice of smart 
turquoise and white with butterprint pattern, 
pink and white with gooseberry pattern, or 
yellow and black with gooseberry pattern. DON’T DELAY. Write now for name of your nearest distributor 
Colors and patterns alternate in each set. Sizes | and copy of latest catalog with dealer price list. 

are 4 qts., 2% qts.,1% qts.,1% pts. Order from 


your PYREX ware distributor now! BDRAPER- MAYNARD 
* 
CORNING GLASS WORKS, CONSUMER PRODUCTS 4g fe re ] rts £ ie a & 2 wi e rm ¥ 


DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, N. Y. 


“PYREX” is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 4861 Spring Grove Ave. e Cincinnati 32, Ohio 
For Details Circle 28 on INQUIRY CARD For Details Circle 29 on INQUIRY CARD 
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ABOUT 


PEOPLE 


SOUTHERN CAL HOUSEWARES CLUB AWARDS 


CELEBRATING SUCCESS of its New Member Drive during a recent dinner 
meeting, the Housewares Club of Southern California awarded trophies for 
those members securing the most new memberships. Shown at the awards 
ceremony are: (left to right) Mark Segal, third prize tie with Howard Zim- 
merman, Henry Harvey, club president (rear), Harry Johnston, drive co- 
chairman, Alvin Samson of U. S. Hardware & Paper, first prize winner, and 
Glenn Kline, second prize winner. Mr. Johnston announced that the drive 
secured a record thirty-six members during its six-week duration. 


*¢) Ms 


POT & KETTLE OFFICERS NAMED 


A REAL SLATE was used in the election of the new San Francisco Pot & 
Kettle Club officers. Retiring president Art Nusbaum, Nusbaum Wholesale 
Hdw. Co. (left), passes the gavel to new president Dick Grannis, Ralph Wall & 
Assoc. Right of slate are: corr. sec-—Tom Payton, Cory Corp.; 2nd V.P.— 
James Sigman; treas.—Cal Lewis; rec. sec——Don Evans, Revere Copper & 
Brass; James Collins, director. Not present were Howard Sargeant, first V.P. 
and directors, Max Fisher, James C. Anderson, Paul Rice. 
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Appointment of Frank P. Murphy 
as sales representative for The Rear- 
don Company has been announced by 
Harold F. Volgstadt, vice president of 
The Reardon Company of California. 
Murphy will represent Reardon’s ex- 
tensive line of building construction, 
maintenance and repair products in 
southern California, Arizona, and the 
Las Vegas district of Nevada. 

A native of Maine and an alumnus 
of McDonald College in Montreal, 
Canada, Murphy had been in sales 
work in the Los Angeles area for 
seven years before joining Reardon. 
He resides at 4100 Rosewood Street in 
Los Angeles. 


Cal-Dak 
Ups 
Pelham 


Lloyd C. Nelson, president of The 
Cal-Dak Company, has announced that 
J. J. Pelham has been appointed vice 
president of the Cal-Dak Administra- 
tive Division. Pelham, who joined The 
Cal-Dak Company five years ago, 
served as general manager of the com- 
pany’s Colton, California, operation 
and then as assistant to the president. 
Pelham will be headquartered at the 
company’s Executive and Engineering 
Offices in San Gabriel, California. 


HARDWARE WORLD 











Samson 
Elected 
V.P. 


Alvin 
Samson 


Alvin Samson has been elected vice 
president of United States Hardware 
and Paper Company, Los Angeles. Mr. 
Samson joined the sales force in 1947 
covering the state of Arizona. In 1949 
he was appointed manager of U. S. 
Hardware’s branch operation in Phoe- 
nix, where he remained until 1951 
when he was transferred to the Los 
Angeles main office as assistant to 
the executive vice president; within 
six months he was promoted to the 
position of housewares buyer. 

In his new capacity as vice presi- 
dent, Mr. Samson will be in charge of 
purchasing and sales promotion. 


Roark 
Named 
Western 
Manager 


A. W. Roark has been named West- 
ern division manager for the Atkins 
Saw Division, Borg-Warner Corpora- 
tion. Roark will supervise all Atkins 
saw sales in the 11 western states, 
with headquarters in Portland, Ore. 


Quickie Names Rep 


Quickie Manufacturing Corp. has 
appointed George F. Kramer Co., 1633 
Northwest 21st Avenue, Portland, 
Oregon, as representative for its 
Quickie automatic mops and Hang- 
Raks in the Northwest. The firm will 
cover Oregon, Washington and Idaho. 
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Club President Speaks 


SALT LAKE CITY—Mansel Smith 
of the Salt Lake Hardware Co., pres- 
ident of the Utah Builders’ Hardware 
Club, recently commented on the new 
organization. 

“The purpose of the club,” he said, 
“is to promote friendship and under- 
standing among those who work with 
builders’ hardware in the state, either 
in distribution or contract work.” 

“An educational program to provide 
information concerning all aspects of 
the field also is an important part of 
the club’s framework,” said Mr. 
Smith. “This is the first such organi- 
zation in Utah, and judging from the 
success of hundreds of other such 
clubs throughout the nation, it prom- 
ises to be an important addition to our 
community.” 

Other officers of the new organiza- 
tion are: Hilmer W. Hensen, Morri- 
son-Merrill Co., vice president, and 
Ray Robinson, Rio Grande Lumber 
Co., secretary-treasurer. 


Weisen- 
bach 

To Assist 
Sales V.P. 


2 


George J. 
Weisenbach 


a, 


George J. Weisenbach, a former 
salesman and sales executive for 26 
years with Pacific Mills—Wamsutta 
Corporation, has just joined the 
Wooster Rubber Company, Rubber- 
maid houseware and automotive ac- 
cessories manufacturer. Mr. Weisen- 
bach assumes the duties of assistant 
to the vice president in charge of 
sales, J. K. Buckwalter, who made the 
announcement for the company. 


Gantz 
Named 
Sales 
Director 


Emanuel 
Gantz 


Empire Brushes, Inc., Port Chester, 
New York, has appointed Emanuel 
Gantz as Director of Sales for all 
divisions. He will continue as Sales 
Manager of the Maintenance Division. 
Philip Gantz becomes Sales Manager 
of the Housewares Division, a position 
formerly held by Emanuel Gantz. 


Slaymaker Sales Meet 


Walter Orcutt of San Francisco, 
who represents Slaymaker Lock Com- 
pany on the West Coast, participated 
in the recent Slaymaker Sales Confer- 
ence at the Firm’s offices in Lan- 
caster, Pa. 


100,000 Coral-King Spool 


FORMAL PRESENTATION of the 
100,000 spool of Coral-King mono- 
filament line sold since its introduc- 
tion early in 1957, was made by Sun- 
set Fishing Line executive vice-presi- 
dent A. W. Agnew (right) to 
Southern California sporting goods 
dealer H. S. “Chris” Christensen, of 
Sportsman’s Supply Co., Huntington 
Park, Calif. 


Meeting At Morrill Co. 


DISCUSSING REPRESENTATION 
of the Beloit Hosiery line at the Don 
Morrill Co., Fresno, Calif., are: (1. to 
r.) Don Morrill, Karl Whitney, pres- 
ident of Beloit, Mike Shannon, Lud- 
wig Zelt, newly appointed Western 
sales manager. 
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G.E. TV's New Lines 


At a recent closed-circuit telecast- 
ing meeting, originating in New 
York, General Electric disclosed sev- 
eral new items for the fall 1957- 
spring 1958 season. 

The telecasts, reaching 42 cities, 
included San Francisco, Los, Angeles, 
San Diego, Sacramento, Salt Lake 
City, Portland, Seattle, Spokane and 
Phoenix. 

Introduced by the Portable Appli- 
ance Division were two controlled 
heat saucepans with removable tem- 
perature controls, a new spray-steam 
and dry iron (which allows the house- 
wife to sprinkle clothes as she irons) 
and a portable mixer with a remov- 
able cordset (allowing easier wall 
hanging of the appliance). 


CF & I Names Baesler 


Kar] H. Baesler has been appointed 
director of wire product development 
for the Colorado, Wickwire Spencer, 
and Pacific Coast Divisions of the 
Colorado Fuel and Iron Corporation, 
it was announced by A. F. Franz, CF 
& I president. 

Since 1949 Mr. Baesler has been 
works manager of the Pacific Coast 
Division. He will continue to make 
his headquarters at the CF & I Oak- 
land plant, 1080 19th Avenue. 


You wouldn’t 
buy a dozen 
buggy-whips- 


Why put up with 
old-fashioned brooms? 


The FREEWAY Push Broom 
is as modern as tomorrow's 
auto. Made with Duratex plastic 
bristles, it is impervious to com- 
monly-used petroleum and caus- 
tic products. The FREEWAY, 
by actual test, outwears ordi- 
nary brooms three to one. Ask 
your jobber about FREEWAY 
Push Brooms for commercial, 
industrial, household and high- 
way maintenance, or for any 
other sweeping products. 


AMERICAN 
PUSH BROOM CO. 


114 FERN STREET 





ORéway 3-8891 3% 


em 
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McCabe 
Named 
Reardon 
Rep. 


Ray M. 
McCabe 


Ray M. McCabe has been appointed 
sales representative for The Reardon 
Company in northern California and 
Utah, according to an announcement 
from Harold F. Volgstadt, vice-presi- 
dent of The Reardon Company of 
California. McCabe’s appointment fol- 
lowed an intensive training period 
at Reardon’s Los Angeles plant and 
offices. 

Prior to his new appointment, Mc- 
Cabe had spent 13 years in sales in 
the San Francisco area. A resident of 
northern California since 1930, he is 
an alumnus of San Francisco City 
College, where he majored in busi- 
ness administration. 


James M. C. Tighe, commercial 
sales manager for Lux Clock Manu- 
facturing Co., Waterbury, Conn., has 
announced the transfer of Caleb K. 
Hurst to the West Coast. Mr. Hurst 
will be district sales manager for 
Lux in that area. 


Barnum Joins PSHA 


Otto H. Grigg, managing director 
of the Pacific Southwest Hardware 
Association, advised today in Los An- 
geles, the appointment of Mr. Earle 
H. Barnum, as staff member, with 
the specific duty of establishing the 
Arizona area of this Association with 
a complete Association activity. 





MOE UNVEILS MODULAR DISPLAY 


SIMPLIFYING CONSTRUCTION of a concentrated display area for lighting 
fixtures, Moe Light has made available modular showroom units. These are 
standardized, interchangeable “add-on” units, that can be combined to make any 
size or shape semi-custom lighting fixture display. There are four units and 
three accessory pieces in all. These units provide a “distraction free” area for 
the display of both ceiling and wall brackets and help to concentrate custom- 
ers attention on the selling area. Moe Light has also organized a special custom 
design department to aid store operators in the organization and construction 
of new or remodeling of old lighting display departments. 
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DEALERS 
FAMOUS BRAND 


ECONOMICAL 


NON IRRITATING al ida PAINT THINNER 


PLEASANT ODOR 

HIGH FLASH POINT 

LONG LEVELING (NO BRUSH MARKS) 
LONG WET EDGE (NO BRUSH MARKS) 


GALS., QTS., PTS., HALF PTS. 





TURPENTINE & ROSIN FACTORS, INC. 


SAVANNAH, GEORGIA 


Dealers realize greater profits through faster turnover and higher markup. Stock TANDROTINE — today ! 
For Details Circle 32 on INQUIRY CARD 





LISTO 


MARKING PENCIL 


Makes a clear 
bold mark on 


EIGHT SIZES any surface... 
Many pump manufac- i | even glass, 
turers use Strataflo as | i. h 

original equipment. i 2 “ : plastic, 


and cellophane. 
Refills in black, 
red, blue, green, 


STRATAFLO Foot and Check yellow, and white. 
Valves end leakage troubles, save | 
wear and tear on pump and save 
their cost in service calls. They are 
ideal for jet-type pumps. 


Write for Bulletin 1003 or telephone 
James Tannehill, Harrison 3313 today. 
STRATAFLO PRODUCTS, INC. 
Write for Catalog Fort Wayne, Indiana 
For Details Circle 33 on INQUIRY CARD 


Ask your wholesaler or write 


LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
For Details Circle 34 on INQUIRY CARD 





tl / ALWAYS SELL GENUINE 


SeMOLLY 


: | “ < an a ig gl 
Write for Free Literature SCREW AN CHORS = 


Molly Corp., Reading, Pa. 
For Details Circle 35 on INQUIRY CARD 


sees 


MARSHALLTOWN TROWEL COMPANY e«¢ MARSHALLTOWN, IOWA 
For Details Circle 36 on INQUIRY CARD 
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ES AWARDS 


‘ ; ‘ ¥ 
ENCOURAGING SALES of electric tool products in its Hardware Division 
the Black & Decker Mfg. Co. has awarded regional achievement trophies to 
districts with highest annual sales. The perpetual plaque, with a '%” drill 
mounted on top, will be kept in the winning district for a year. Shown receiv- 
ing the award for the San Francisco district is James T. Doyel, Pacific Coast 
Hardware Division’ manager. Presenting the award is Albert S. Fehsenfeld, 
Hardware Division sales manager. Seated are (left) Alonzo G. Decker, Jr., ex- 
ecutive V.P., and Robert D. Black, president of the electric tool company. 


JOINT HARDWARE CLUBS MEET 


A JOINT MEETING of the Southern California Builders Hardware Club, the 
American Hardware Consultants and the National Builders Hardware Associa- 
tion was recently held in Los Angeles. Speeches by Bill Davies, president, and 
Bill Haswell, secretary of N.B.H.A., and Art Uhler, president of A.H.C., were 
received by the 106 members in attendance. 


Peerless Ups Lundy 


Announcement has been made of 
the appointment of Everett W. Lundy, 


Ham Named Production Head 


SUNNYVALE, CALIF.— John O. 
Ham has been appointed production 


to the position of general sales man- 
ager, Peerless Pump Division, Food 
Machinery and Chemical Corporation, 
Los Angeles and Indianapolis. Lundy, 
previously assistant sales manager 
for the pump firm, succeeds B. A. 
Tucker, retired. 
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manager of the Western Division, R. 
M. Hollingshead Corporation. In his 
new capacity, Ham will direct the 
manufacture of a wide variety of 
chemical products such as hydraulic 
fluids, corrosion preventives, cleaners, 
waxes, and Floor Show floor polish. 


Parker 
Names 
New V.P. 


Jacques J. 
Burguet 


Jacques J. Burguet has been named 
vice president in charge of sales of 
the Parker Manufacturing Company, 
effective immediately. He had been ad- 
vertising and sales manager since 
July 1952. 


Flamort Co. Named Reps. 


Cheesman-Elliot Co., Inc., Brooklyn, 
have announced the appointment of 
Flamort Chemical Co., San Francisco, 
as exclusive representatives in the 
West for “Firehold,” fire retardant 
paint. The Flamort organization is 
now in the process of establishing 
dealers’ franchises for the Firehold 
paint line in selected territories in the 
11 Western States. Literature, test 
samples and complete information on 
Firehold paints and Firehold dealer- 
ships may be had by writing Flamort 
Chemical Co., 746 Natoma Street, San 
Francisco 3, Calif. 


Stanley Names Oregon Rep. 


James A. Stevens has been ap- 
pointed a sales representative in the 
State of Oregon and Clark County, 
Wash., it was recently announced by 
Carl S. Bauman, assistant general 
sales manager of Stanley Hardware, 
division of The Stanley Works, New 
Britain, Conn. 

Mr. Stevens joined Stanley Hard- 
ware in 1950 and worked in the sales 
department for four years. During 
the last two years he has assisted the 
Stanley Hardware territorial repre- 
sentative in Southern California. 


Executive Changes Announced 


Robert H. Morse, Jr., president of 
Fairbanks, Morse & Co., recently an- 
nounced reassignment of three vice 
presidents and the promotion of other 
executives. 

Reassigned are: Robert H. Morse, 
III, from vice president in charge of 
sales to vice president in charge of 
budgets and planning; V. H. Peterson, 
from vice president in charge of en- 
gineering to vice president in charge 
of sales; John A. Cuneo, from vice 
president and assistant to the presi- 
dent to vice president in charge of 
foreign operations. Mr. Cuneo will be 
in charge of the company’s Canadian 
and Mexican operations as well as its 
export division. John C. Elmburg, as- 
sistant general sales manager, was 
promoted to general sales manager. 
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A REGIONAL SALES MEETING of the Wagner Manufacturing Company was 
held recently at the Park Lane Hotel, Denver, Colorado. In attendance were, 
left to right: L. McCallister, Kenneth J. Dahm, Ada Ernest, Robert H. Dee, 
Jr., H. H. Waller, William F. Hendrickson, L. Edwards, Joe Dungan, Paul Wild 
and Robert E. Anderson, Jr. Discussion concerned the firm’s 1957 Fall program. 


Coleman 
Opens 
North- 
Western 
Facilities 


Lawrence 
R. Carney 


Establishment at Portland and 
Seattle of factory-operated sales and 
warehouse facilities has been an- 
nounced by the Coleman Company, 
Inc., manufacturers of home heating 
and air conditioning equipment. A 
sales office will be maintained at Salt 
Lake City. 

Pacific Northwest operations will be 
in charge of Lawrence R. (Larry) 
Carney, formerly manager of the 
Coleman Los Angeles branch. His 
headquarters will be at 80 S. E. Tay- 
lor, Portland, Oregon. 


Vance 
Named 
Sales 
Promo- 
tion 
Manager 


Robert F. 
Vance 


Robert F. Vance has been appoint- 
ed sales promotion and advertising 
manager by the Aluminum Specialty 
Company, Manitowoc, Wisconsin, 
manufacturers of Alumode aluminum 
ware and Kiddykook toys. Vance was 
formerly with Procter & Gamble in 
Cincinnati, Ohio. 
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American 
Hardware 
Acquires 
Kwikset 


Evan J. 
Parker 


Kwikset Locks, Inc., Anaheim, 
Calif., has been acquired by the Amer- 
ican Hardware Corporation, New 
Britain, Conn., according to an an- 
nouncement by both companies. Kwik- 
set stockholders accepted a stock ex- 
change offer made by American by 
depositing 96% of Kwikset stock. 
Elected to the presidency of Kwikset 
was Evan J. Parker, president of 
American Hardware and the position 
of vice-president and general man- 
ager went to William J. Ziegenhein. 
The firm will operate as a subsidiary 
of American for an indefinite period. 


Don A 
Gottschalk — 

Don (Gottschalk has been named 
sales and advertising manager of the 
Garden Tool division of the Village 
Blacksmith Corporation. Mr. Gott- 
schalk will headquarter at the plant 
in Watertown, Wis. 





YOU PUT THEM ON 
THE COUNTER.... 
WE DO THE REST! 


SILVER 
LAKE 


OFFERS... 


MORE Quality! 


Designed-to- 
MORE sell packaging! 


A el R 2 National 


Advertising! 


RESULT? 
MORE Satisfied 


Customers 





SILVER LAKE 


The quality clotheslines and cords of 
many uses 


For Details Circle 37 on INQUIRY CARD 
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UBBER work boots can be a 
highly profitable 


item for 
the hardware dealer if he will 
apply the same sort of merchan- 
dising common sense to them as 
he does with tools, according to 
George Bliss, manager of O. S. 
Stapley Company, hardware 
dealers of Mesa, Arizona. 
Stapley’s, as shown, displays 
more than 50 boots on a special- 
ly built gondola, at the left rear 
of the store, and adjacent to 
tools, farm hardwares, and bin- 
hardware departments. Here 
the choice includes prices which 
range from $6.45 to $12.95, 
a complete selection of sizes 
which makes it possible to fit 
almost every foot, plus an 
equally impressive lineup of col- 
ors and special-featured boots. 
“The important thing is that 
we back up every model with a 
complete choice of sizes and 
three or four price brackets, 
Mr. Bliss said. “Most custom- 
ers, for example, we find have 
been wearing the wrong size or 
type of boot for their work for 
many years as the result of be- 
ing ‘sold’ the first boot which 
came along. Pointing out to the 


58 


customer that it is readily pos- 
sib'e to give him the same sort 
of fit and proper size as he 
would expect in a shoe store, al- 
ways makes an excellent im- 
pression. Moreover, the ability 
to sell the customer, no matter 
what he wants to spend counts 
heavily. We have even found 
that color which in the past 
was never considered much of a 
factor in boot merchandising 
carries a lot of weight. Some 
men really enjoy a brighter-col- 
ored boot which can be seen at 
long distances and will con- 
stantly ask for them once they 
learn that a color choice is like- 
wise possible.” 

The inventory, of course, is 
carefully slanted to fit the 
market in this section of Ari- 
zona, which includes many 
dairy workers, irrigation farm- 
ers, etc., who need boots all the 
way from short knee length 
models up to hip lengths. Stap- 
ley’s constantly query its cus- 
tomers as to the satisfaction 
which they have been obtaining 
with various types of boots, and 
uses the information to build 
up their stock commensurately. 


P. di 
Connors 


POMONA, Calif.—P. J. Connors has 
established the Western Hardware 
Sales Agency at 642 West Orange 
Grove Avenue here. 

For the past ten years he has been 
associated with the John H. Graham 
Co. Inc., of New York, during which 
time he helped promote the King Cot- 
ton Cordage line and subsequently the 
nationwide promotion of Airlite Fiber- 
glas Screening. In April, 1956, he was 
elected a vice-president. 

The firm now represents O. E. 
Lineck line of insecticides and herbi- 
cides in California. Plans are made to 
add several salesmen, and to cover 
most of the West. 


Robert D. Wells has been named 
northwestern regional sales manager 
for True Temper Corporation’s hard- 
ware division, according to an an- 
nouncement by Robert R. Raymond, 
vice president and general sales man- 
ager. Wells will report to Harold 
Stevens, hardware division sales man- 
ager. 

Formerly a western sales represen- 
tative of Sunbeam Corporation, Wells 
replaces J. H. Shimer as True 
Temper’s distributor sales contact in 
Washington, Oregon, Idaho, Montana, 
Utah and Wyoming. Shimer resigned 
from the company May 1. 


Dad Retires ... Son Takes Over 


Gott Radecke, who has been cover- 
ing the West for S. L. Allen & Co., 
Inc., for many years, has retired. 
However, the name Radecke goes on 
with his son, Brian, who succeeded him 
as a sales representative in California, 
Washington, Oregon, Utah, Idaho, 
Nevada and Arizona, getting orders 
for Planet, Jr. and Flexible Flyers. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


August 10-14 PORTLAND GIFT SHOW at Public Auditorium, Plaza 
& Benson Hotels., Portland, Oregon (*) 


SEATTLE GIFT SHOW at Civic Auditorium, Seattle, 
Washington (*) 


SPOKANE GIFT SHOW at Davenport Hotel, Spokane, 
Washington (*) 

ALLIED GIFT & JEWELRY SHOW, at Hotel Adolphus, 
Dallas, Texas (Allied Exhibitors, Inc. 3832 Wilshire Blvd. 
Los Angeles) 


DALLAS GIFT SHOW, at Baker Hotel, Merchandise 
Mart and Santa Fe Building, Dallas, Texas (Fred Sands, 
510 Southland Annex, Dallas, Texas) 


DENVER GIFT & JEWELRY SHOW at Hotel Albany, 
Denver, Colorado. (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles, Calif) 


NATIONAL BUILDERS HARDWARE ASSN. EXPOSI- 
TION at Conrad Hilton Hotel, Chicago, Ill. (NBHA, W. 
S. Haswell, Sec., 515 Madison Ave. New York) 


NATIONAL HARDWARE SHOW at New York Coliseum, 
New York City. (Frank Yeager, 331 Madison Ave., New 
York) 


AMERICAN HARDWARE MFG. ASSN. CONVENTION 


at Atlantic City, New Jersey. (A. L. Faubel, 342 Madison 
Ave., New York City) 


NATIONAL WHOLESALE HARDWARE ASSN. CON- 
VENTION at Atlantic City, New Jersey. (Thos. A. Fern- 
ley, 1900 Arch Street, Philadelphia, Penna.) 

70th ANNIVERSARY MEETING OF NATIONAL PAINT 
& VARNISH & LACQUER ASSN. at Sheraton Park & 
Shoreham Hotels, Washington, D. C. (NPVLA, 1500 Rhode 
Island Ave., N. W. Washington, D.C.) 

CHICAGO NATIONAL GARDEN SHOW, at North Hall 
of Navy Pier & Hotel Morrison, Chicago, Illinois (Garden 
Supply Merchandiser, 1901 St. Paul St., Baltimore, Md.) 


( *) Kay Leber, 1855 Market Street, San Francisco, Calif. 


August 18-21 
August 25-27 


Sept. 1-5 


Sept. 1-5 


Sept. 15-18 


Sept. 22-25 


Oct. 14-18 


Oct. 20-23 


Oct. 20-23 


Nov. 4-6 


Nov. 10-12 














Salt Lake Hardware to Offer Phoenix P & K Elects 


Three Housewares Shows 


SALT LAKE CITY — Salt Lake 
Hardware Company here has an- 
nounced a series of fall housewares 
Shows to be held at their headquar- 
ters and branch offices. 

The first show will be held at Grand 
Junction, Colorado, in Lincoln Park, 
August 25-27. The second show will 
be held at the Riverside Dance Hall in 
Boise, Idaho, September 8-10. The 
final show will be held in the com- 
pany’s showrooms in Salt Lake City, 
September 15-18. 

All booths will be manned by manu- 
facturers’ representatives. 


Ingraham Names V. P. 


Edward L. Taylor has been named 
vice-president in charge of sales by 
the board of directors of The E. In- 
graham Company of Bristol, Connec- 
ticut. Taylor joined the 126-year-old 
clock and watch manufacturing firm 
last year as general sales manager. 
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PHOENIX —The Two- Year-Old 
Phoenix Pot & Kettle Club elected as 
their new president A. B. Sanders, 
Jr., A & B Specialty Company. Other 
officers are: vice president—Sewel 
Sample, Sunbeam Corp.; secretary— 
Jim Oppenheimer, Zork Hardware 
Co.; treasurer—Kenneth Baker, Ari- 
zona Hardware. 

The new directors are: Phil Par- 
ham, Revere Copper & Brass, Inc.; 
Joe Hudson, Arthur’s Mercantile Co.; 
Harry Kay, Phoenix Hardware; Wm. 
(Bill) Benndorf, manufacturers’ rep- 
resentative, and retiring president, 
Dan Ellis, Arizona Hardware. 


Fenton Named Div. Mgr. 


Mr. Frank S. Fenton, formerly the 
Sales and Advertising Director of 
Gale Products, has been promoted to 
Division Manager of the newly formed 
Pioneer Saw Division of the Out- 
board Marine Corporation. Mr. Sam 
C. Spink, Sales Manager for Gale 
Products, will now assume Mr. Fen- 
ton’s duties. 





IMMEDIATE 
DELIVERY... 


On these quick-moving 
over-the-counter YALE items— 


YALE #1107 
TRAVELOK 


YALE 3600 
DISC-TUMBLER 
PADLOCK 


YALE 4222 
ZIPLOCK 
BICYCLE PADLOCK 


YALE #515 
COMBINATION 
PADLOCK 


ot"e, 


Ch) 


MARSHALL-NEWELL 
SUPPLY COMPANY 


Spear and Mission Streets 


San Francisco 19, Calif. 
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The Contest 
Was a Mistake 


... and it drew large crowds. 


AKING mistakes (on pur- 

pose), the merchants of 
Ashland, Oregon, drew large 
crowds through the use of a 
“Window of Errors” contest as 
the “kick-off” for their “Spring 
Opening.” 

Forty-six firms sponsored the 
contest under the auspices of 
the local chamber of commerce. 

The contest idea, in itself, 
was a simple, yet effective one. 
Each firm prepared a display 
window containing two mis- 
takes (i.e., mismatched socks, 
signs misspelled, etc.). The 
complete entry blank listing 
names of all firms in the event, 
was published in the local 
paper, with information to the 
effect that completed entries 
should be forwarded to or left 


- 7 f 


=_— ae . » = 
: Fe” zag 


WINDOW - OF - 
ERRORS drew 
shoppers to the 
windows of the 
Bauder Hard- 
ware & Appli- 
ance Store in 
Ashland, Oregon. 


at the chamber of commerce. 
To further publicize the idea, 
participating merchants marked 
their windows with signs read- 
ing “Contest Window.” 
All signs and the newspaper 
coupon were furnished by the 


= 


Colt aN fo) o) olsen ol- | : 
FULLER money- making gj 
specials like this, vA ill 


Ours 
+ nm. 


Bright! Colorful! New! 


BONUS BASKET 


Screwdrivers 


heavy duty, 


THE 


colored Advance 
extra heavy 

duty, mechanic, electrician 
and cabinet screwdrivers 


of 72 "BIG" Fast-Selling 


12 each of Fuller's brightly 


Brand 


for slotted screws to retail 


ME? 


DEAL—No. 29— 


for just 29¢ each, 3 for T9c 
- » FREE neoprene 
‘resaleable basket that is 
“hy fin Sony 
Value? 
$13.92. Markup? A huge 57%! 
ORDER your BONUS BASKET 


TODAY. 


Ask about Fuller's other 
Money so setae too! 


pause ) | TOOL COMPANY, INC. 
V 3522 mewster pepe New York “7 


World's 3est prod 


ucers of 


ee ee 
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chamber of commerce, at a cost 
to participating dealers of $6.75. 

Typical of the stores partici- 
pating in this event, was Bauder 
Hardware & Appliance. This 
firm prepared a window display 
of one major-name brand paint 
(rubber-base). The mistakes in 
the display were so simple as to 
be difficult. Error number one 
was a single can of a competi- 
tive rubber-base paint and error 
number two was a bottle labeled 
“Paint Thinner” (making use 
of the common knowledge that 
rubber - base paint must be 
thinned with water not chemi- 
cal thinner). 

As to prizes, the winners re- 
ceived merchandise certificates, 
with first prize of $100, second 
prize of $70, third prize $50, 
$30 fourth and five prizes of 
$10 each. 

Tips on successful promotions 
of this type were offered by 
Arnold H. Bauder of Bauder 
Hardware & Appliance. He 
said, “The contest is always a 
success. We have done this be- 
fore. It brings many people to 
your store that you haven’t seen 
for some time. The success is 
in direct proportion to the pub- 
licity given the venture. The 
only caution would be that you 
gear it as much as possible so 
that children aren’t out taking 
down the errors, because it’s 
the parents to whom jyou’re 
barking.” 
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IN MEMORIUM 





ARNOLD S. HAGE 


ARCADIA, Calif—Arnold S. Hage, owner of Hage 
Hardware of this city, died of a heart attack on May 15. 
Mr. Hage, who was a native of Minneapolis, had been a 
resident of Arcadia for the past 14 years. Active in civic 
affairs, he was first vice-president of the Arcadia Lions 
Club. Mr. Hage had entered the hardware business upon 
leaving high school, and in later years operated the local 
store in cooperation with his son. In addition to the son, 
he is survived by Mrs. Hage, a daughter, and five grand- 
children. 


CECIL BARNETT LEAS 


LENNOX, Calif.—Cecil Barnett Leas, owner of Rusty’s 
Hardware in this city, died June 12, at the age of 49. He 
is survived by his widow, Thelma, and a son. 


FLOYD SPURLIN 


CORVALLIS, Ore.—Floyd Spurlin, 76, long-time Cor- 
vallis resident and owner of the Spurlin-Robnet Hardware 
Store, died June 25, as the result of injuries incurred in an 
automobile accident June 14. He is survived by his widow, 
Edna B. Spurlin, and a daughter. 





rest u 
LpROvED The New MAUSER 


4 Wovel-- we 191 MALL 
CALIPER 


MADE ENTIRELY 








NEW DULL CHROME 
VERNIER SLIDES 
FINISHED FOR EASY READING A HARDENED PHOSPHOR- 
AT NO ADDITIONAL COST BRONZE adjustable gib 

retains accuracy. 
Request lilustrated Folder showing complete line of 
MAUSER Toolmakers Calipers, Height Gages, Bevel Protractors 1/1000" - 1/128" - 1/10 mm 
and Too! Stands. in beck. 
— 


(7. GEORGE SCHERR CO.., Inc. eget 


== 200-HW LAFAYETTE ST. © NEW YORK 12, N. Y. LINSTRUMENTS 
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OF STABILIZED, RUST-RESISTANT 
. STAINLESS STEEL 


A SPECIALLY LONG VERNIER 
te read the thousandths. 


3 EASY READING SCALES — 








TRADE-MARK REG. U.S. PAT. OFF. 


The Modern Plumber's Helper 


Scientifically designed to push against water pres- 
sure to eject any material clogged in pipes. 
Bell-like shape prevents water from pushing back 
the sides as in ordinary plungers. 
© Causes vacuumatic action that forces out dirt. 
© Especially ridged for greater strength and durability. 
© Will fit over any bowl, any bathtub or any type sink. 
@ Even eliminates corn husks and other debris from 
garbage disposal. 
Now on the Market over 5-years. Sold U.S.A., CANADA, & HAWAII 
If not available at Jobber 
Write Direct List $2.95 
Send Check or M.O. for sample postpaid $2.50 


N & N SALES CO. 
5535 Agra St. Bell Gardens, Calif. 





5 Years onthe Market... DEPTH BOMB 
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Guaranteed, 


and . 
Guaranteed to SELL 


RED STAR Milker Inflations ahd rubber re- 
placement parts MUST SELL, ordealers are 
REFUNDED for the unsold merchandise. You 
can’t lose when you handle RED STAR Milker 
parts. RED STAR Inflations are made from the 
very finest of black synthetic stock with high 
gloss finish. Inflations and parts are also avail- 
able in red rubber. Find out today, about our 
Money Back Agreement with dealers. 


RED STAR DAIRY SUPPLY CO. 


SAUK CITY, WISCONSIN 
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lorful 12-pas® 
rICATALOG crammed 


d-hot values! 


Write 
BONUS BUY 


full with re 


WILSHIRE cc 


4865 SAN FERNANDO ROAD WEST = LOS ANGELES 39, CALIFORNIA 
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these displays will boost your sales of 


Road Devil, 
GRADY WEDGES 


Transparent plastic container displays 
full assortment of most-needed sizes. 
AS DISPLAY Helps you boost 
‘ sales of these extra- 
profit wedges. 


wel DISPLAY 


Attractive two-color 
card contains complete 
home assortment of five dif- 
ferent wedges in plastic bag. 
12 units to a display card. 





Dor t Gamble 
heantintl 


WEDGE DISPLAY 
CARD 

Combination 
display card is 
die-cut to hold 
Nos. 5 and 10 
wedges for fast 

service and impulse sales. Contains 36 

No. 5 and 24 No. 10 wedges. Also 

available: No. 5 card—36 No. 5’s, No. 

10 card—24 No, 10’s. 

Red Devil Grady Wedges are rust- 

resistant, chip-proof. Pound them 


into the of any handie-type 
tool — theyll never come out. 


Union, N.J., U.S.A 
For Details Circle 44 on INQUIRY CARD 





NEW eye-catching package design 
in 4-colors dresses the new cigarette 
lighting, self-starting Jon-e Warmer 
box. A knockout! Call your Jobber 
and increase your GEESXEMA For 
more details write Aladdin Labor- 
atories, Inc., 620 S. 8th Street, 
Minneapolis, Minn. 
For Details Circle 45 on INQUIRY CARD 
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INDEX TO ADVERTISERS 





hlichod : 


(This index is 





p as a con and not as a part of the advertising contract. Ever 
care is taken to index correctly and no allowance will + 


made for errors or failure to insert 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 48 
when desiring further information 


about advertisement. 


A 


Aladdin Laboratories, Inc. 
Aluminum Goods Manufacturing Co. 
Third Cover 


American Chain & Cable Co., American 


Chain Div. 


American Steel & Wire Co. 
O. Ames Company 
Arvey Corporation 


Boonton Molding Co. 


Cleveland Mills Co. (1) 
Colorado Fuel & Iron Corp. 
Cosning Gines Werks ..éccs ess eskennntass 51 


Cummins Portable Tool Division, John 
Oster Mfg. Co. 


Diamond Calk Horseshoe Co. 
Draper Maynard Company 


E 


The Eclipse Lawn Mower Co. 


F 


Federal Enameling & Stamping Co. ..... 
Fuller Tool Co. 


Hillerich & Bradsby Company 


I 
Ideal Brass Works, Inc. 


K 


Keuffel & Esser Company 





L 


Landers, Frary & Clark (Universal Prod- 
ucts) 


Lewis Bolt & Nut Co. 
Listo Pencil Corporation 


M 
Marshall-Newell Supply Co. 
Marshalltown Trowel Co. 
Robert E. Miller & Co., I 
Molly Corporation 
O. F. Mossberg & Sons, Inc. 


N 


National Screw & Manufacturing Co. 
Second Cover 


N & N Sales Company 


Nurserymen’s Exchange 


0 


Ox Fibre Brush Company, Inc. 


Peters Cartridge Co. 
Portable Electric Tools, Inc. 
E. L. Price Pump Company 


Geo. Scherr Co., 

Silver Lake Co. 

Skil Corporation 

Snelling Manufacturing Co. 
Southern Screw Co. 
Strataflio Products, Inc. 


E. A. Thompson, Inc. 


Turpentine & Rosin Factors, Inc. 


U 


United States Steel Corp., Subsidiaries 
American Steel & Wire Co. 


U. S. Steel Products, Boyco Div. 


Warp Bros. (52) 
Weber Showcase & Fixture Co., Inc. 


Wilshire Manufacturing Co. 
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CLOSE COUPLED CENTRIFUGAL PUMPS 


(Type E 100) 
New Fast Latch Feature 


—_ 


Ye HP — 1/3 HP — % HP 
1%” Suction, 1” Discharge 
Size 





OUTSTANDING FEATURES: 
New lightweight motor 
design 
Mechanical pump seal 
Rugged Construction 
Compact, versatile 


USES: 
Refrigeration, Air Con- 
ditioning, Swimming 
pools, etc. 


unit 


A superior pump for long life and 
int °. 





Smooth, positive action on storm and 
screen doors up to 114” thick. Protector 
chain has hold up spring. Closers are self 
lubricated and guaranteed for 10 years. 
Strong or light spring action available. 
All models available have fast latching 
feature for fast final 5° of closing to over- 
come friction of weather strip. Also avail- 
able with narrow jamb bracket that re- feature 
quires only 114” space between doors. f 


No. 80 as above, No. 90 without pro- 


tector chain. Ask your hardware jobber or 
For Details Circle 46 on INQUIRY CARD 


OUTSTANDING FEATURES: 


Double Ball Bearing 
Mechanical Shaft Seals 
Lifetime Lubrication 
Heavy Duty Construction 
Heads up to 60 feet 
Big Cost Advantage 


ALSO A COMPLETE LINE OF BRONZE 
ROTARY GEAR PUMPS 


have 
every 
selling 


write us for selection and prices. 


IDEAL BRASS WORKS, INC. 


250 EAST Sth STREET « ST. PAUL 1, MINNESOTA 


E. L. PRICE PUMP C 


Box 357, Sonoma, California 
“Manufacturing Pumps Since 1932" 











BOTH OF YOU WILL LIKE 





“Hf 


f 


HORTON 


weater coolers 
ORIGINATORS OF THE RECESSED SPIGOT 


Both you and your customers will be pleased with the 
exceptional package and the quality product. 

First because Lewis bolts and nuts are precision built, 
threaded to spinning fit, work better—look better— 
are better. 


Second because the tough colorful carton quickly 
identifies the size and type and "comes up clean and 
bright" even under rough treatment. 


Handling and selling the Lewis line is a pleasure. Ask 


Horton Coolers sell better because of 
growing demand in construction, oil field, 
chemicals, farming, trucking, sporting. 


us for details, 


putt 


BOLT & NUT CO. 


504 Malcolm Ave. S.E. 


MINNEAPOLIS, MINNESOTA 
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Advanced design and rugged construction 
assure satisfactory performance. Insula- 
tion — standard dead-air space or heavy 
ground cork. 1% to 15 gals. capacity. 
Stainless steel-lined available. 

Contact your distributor or write: 


SNELLING MANUFACTURING, INC. 
P. O. Box 14503, Houston 21, Texas 


For Details Circle 49 on INQUIRY CARD 


chrome-plated 
spigot 











HARDWARE CO. — N.W., Ga. 
Retail Hdwe.; paints; appliances; 
etc. XInt. shop. ctr. loc. Work area 
24 x 100’. Cost of inv. alone equals 
the asking price! ’56 Net: $9,818. 
Brochure on request. Ref. B9043 


HARDWARE CO.—E.C., Fla. Ret. 
hdwe., paint, sprt. goods, ete. 
Modern. Work area 1,000 Sq. ft. 
F.P. $12,000/Brochure on req. Ref. 
B9053 


HOME APPLIANCES—S.E. Fla. 
(Sales & Install.) XInt trade-cen. 
loc. 5 emp] in new 22 x 60’ bldg. 
w/compl. fac. & 3 trucks! ’56 
Sales: $230,000. Terms avail. 
Write for brochure. Ref. B9085 


HARDWARE STORE — E.C. Va. 
Retail hdwe., bldg. supp., appli- 
ances, paint etc. Work area 3,200 
Sq. ft. 56 Sales: $38,165. Brochure 
on req. Ref. B9094 


HARDWARE RETAIL —N.W. W. 
Virg. Cent. Loc. Low rent. High 
net/Owner has other interests. 
Brochure pm req. Ref. B-9137 


RETAIL HARDWARE—Elect. & 
Plumb. Articles, the Las Vegas 
Nev. area. Self opera. in 1800 Sq. 
ft. w/add. Storage, all in price! 
Write for brochure on extras in 
offer. Ref. B-24369 


HARDWARE — N.W. Idaho Cent. 
loc. Liv. qtrs. High Net. Owner 
has other inter. Brochure on req. 
Ref. B-24378 


BUSINESS MART of AMERICA, 
6425 Hollywood Blvd. Los Angeles, 














Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimeam 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








INTERIOR DECORATION 
HOME STUDY 


Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
Booklet. Chicago School of Interior 
Decoration, 835 Diversey Parkway, 
Dept. 551C, Chicago 14. 


SALESMEN WANTED 


To sell a complete line of plumbing 
goods priced right to the Hardware 
Store, Lumber Yards and Plumbers 
in your territory. Orders assured. 
Commission. Address Box A-898, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


FOR SALE: 
HARDWARE-HOUSEWARE STORE 


Long established, leading store of it’s 
type in one of the fastest growing 
sections of So. California Costal area. 
All modern. Will net 20% on invested 
capital after management expense 
while you fish and sail. Very favor- 
able lease: clean inventory and fix- 
tures approx. $100,000.00. Address 
Box A-902, care Hardware World, 
1355 Market Street, San Francisco 3, 
Calif. 











Correction 


As noted in the May issue of 
HARDWARE WORLD, The Edward 
C. Swan Co. has been named agent 
for the Earl Hardware Mfg. Co. How- 
ever: the correct address of this firm 
is 232 Dahlia St., Denver, Colorado, 
not 723 Dahlia as previously an- 
nounced. 


CATALOG 


Send for our plumbing catalog with 
our low prices, we will also put your 
name on our perpetual mailing list 
to receive all of our mailings no 
charge. Seaboard Plumbing Specialty 
Corp. 1007 Atlantic Ave. Brooklyn 38, 
N. Y. 





HELP WANTED 


MANAGERS & ASSISTANT MAN- 
AGERS for large retail hardware in 
the San Fernando Valley—20 miles 
from Los Angeles. Experienced in- 
telligent people, ages 30-40, wanted 
to manage hardware, paint, house- 
wares, electrical, and plumbing de- 
partments. Excellent opportunity to 
grow with an organization that is 
growing with the West. Live in the 
fabulous Fernando Valley with its 
year round summer. Write full de- 
tails to Box A-901, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 


BOOK FOR SALESPEOPLE 


CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. 
Excellent sales reference for sales 
people. Special price $.25 each. 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street San Francisco 3 


Where's The Number? 


Due to mechanical limitations the 
INQUIRY NUMBER is sometimes 
omitted at the bottom of an ad. To 
find the inquiry number check the 
INDEX TO ADVERTISERS on 
Page 48 of this Issue. 


CIRCLE THE NUMBER — WE DO THE REST 
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Adjustable Rubber 


ushion Glide Bakelite Furniture Rest 








de 





Bakelite Caster Cup 


DOMES ° 





EI 


Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC., 


35 Pearl St., New York 4, N. Y. 
For Details Circle 50 on INQUIRY CARD 


Wonderful for all wood 

and metal furniture. ey, 

Glide softly, ore 

smoothly. Se . 

a 3-color card. 6 Sizes, 

5”, %”, 1”, 11/16", 1%”, 1%”. 
S hs PROMPT SHIPMENT 


SILENCE 


i 
a eo”, %", 
%”, 


ry 


Set of 4ina 
3-color Box, 
12 Boxes in 

Cart 


on. 
Yn", \Ya"s 


Rubber —_ 
Tubular Glide 





Upholstery Nail 





Rubber 
Crutch Tip 
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sensational, new, completely immersible 


MIRRO-MATIC 


ELECTRIC 


FRY PAN 





_____ COMPLETELY 
—~_ _IMMERSIBLE! 


~/\_ When control is 
4_* removed, pan can 
c Ps be completely im 
aN a mersed, handle 
and all, for safe, 
easy, thorough 

cleaning. 





SELECTIVE MIRRO-MATIC Saag Retail, ONLY | Qi... 
HEAT CONTROL PLUG : 


can be used with any of the new INCLUDING COVER 


family of MIRRO-MATIC Electric Fry Pan including Heat Control Plug, Cord. Fitted, 
Utensils that's on the way! high-domed cover, of thick stamped aluminum, 
cool plastic knob and adjustable steam vent. 


Non-stick stamped aluminum...no excess weight! 








... the full mark-up housewares line! 


MIRRO-MATIC—the name to buy and sell, for full mark-up, 
all along the line! It’s a nationally advertised, nationally 
accepted name, offering proved popularity, at top-profit prices 
LTO in big volume, full line items. 
Goud Honsekcering ) [So Buy them, display them, advertise them, and sell them, to make 
Ss soveansio 7 Yate more money and more friends for your store ! 


MIRRO 
-MATIC 


completely automatic 
electric 
percolators 


Rated “Best Buy’ by independent 
national testing laboratory ! No dials 
to set, no lights to watch, no un- 
necessary weight. Perks automatical- 


Americas ly, stops automatically, changes auto- 
a j Q # O = Fa! ATI C quot usowden matically to separate low-heat element 
that keeps coffee drinking-hot. 
pressure pans 


‘ . hr 8-cup, 95 retail 
With the exclusive MIRRO-MATIC selective pressure a gs ata 
control ...the control you can hear as it automatically Chrome .....9-cup, $17.95 retail 
prevents pressure from going higher than recipe re- 
quires—5, 10, or 15 Ibs. Polished... .8-cup, 52.98 retail 
2%-qt., $13.95 retail 8-qt.. $23.95 retail 4-cup, -95 retai 
4-qt. $14.95 retail 16-qt., $29.95 retail Pe potiche 
6-at., $ 20.95 retail 4-qt. Electric, $29.95 retail BD roisnes Parone aaa pe 
é Fed. Tax incl, : 


ni ALUMINUM GOODS MANUFACTURING COMPANY @® MANITOWOC, WISCONSIN 
buy from Your M | R R O jobber Fifth Avenue Bidg., NewYork 10° © Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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FLEx-O-GLASS 


Crystal Clear 
Tough as Leather 


GUARANTEED 2 YEARS 


@An All-plastic Window Material that is 
flexible, durable and shatterproof. 
@Crystal Clear—Transmits Ultra-Violet Rays. 
Weatherproof. Keeps out cold. 

@Easy To Sew—Seals with hot iron. Cut 
with shears and tack on for windows. 
®Year Around Seller—Hundreds of Uses. 
‘or windows of all kinds, wall protectors, 
li vers, storm windows, etc. 


Warp’s 


WINDOW-TEX 


Cloth Base Glass Substitute 


A Translucent Window Material 


Translucent, weatherproof, composition 
bonded to 120 strong threads per sq. in. 
Made by Warp’s Exclusive Process. Is 
waterproof and unbreakable. 


Extra Heavy—will last for years. 


Warp’s 


Wyr-O-GLASS 


Wire Base Glass Substitute 


Extremely Tough and Very Transparent 


A WIRE BASE PLASTIC GLASS 
@Tough Galvanized % inch mesh Wire Base, 
drawn Tough and Thin to admit more light. 
@Every Joint and Wire imbedded in a cushion 
plastic for double reinforcing. 
@Plastic glass applied to both sides, sealing 
wires inside. Everything fused into one 
@Solid Weatherproof Sheet. No cheap rosin 
or glue to decompose, and—no air pockets 
to trap moisture in Warp’s Wyr-O-Glass. 


Warp's 


SCREEN-GLASS 


14x14 MESH WIRE BASE 
Extremely Durable for Long Service 


THE BEST IT IS POSSIBLE TO MAKE 
Galvanized wire screen cloth imbedded in 
exceptionally clear, waterproof plastic 
which transmits and diffuses the sun’s 
ultra-violet rays. Holds in heat. Shatter- 
proof, unbreakable and airtight. As flex- 
ible as window screen. Cut with shears 
and tack up. Ship wt. 3 oz. per sq. ft. 


Warp’s 


GLASS-O-NET 


Mesh Base Glass Substitute 


Used Where Transparency Is Important 


A PLASTIC GLASS COVERED NETTING 
@Made on ™% inch mesh Waterproof Cords. 
Extra strong. Dyed Light Fast Green. 
@Every Cord imbedded in Cushion Plastic 

to eliminate air pockets. 

@Plastic glass applied over Cushion and 
Cords to seal everything together into one 
solid weatherproof sheet. 

@Very transparent. Transmits Ultra-Violet 
Rays. Can be washed with soap and water. 


Warp’s 


PLASTIGLASS 


All Plastic Window Material 
Rugged, Neat and Attractive 


PLASTIC CORDS IN PLASTIC GLASS 
Rugged transparent plastic strand base, 
that has exceptional strength. Every strand 
imbedded into another cushion plastic for 
extra durability. Plastic glass then applied 
to seal everything into an all plastic, trans- 
parent weatherproof sheet. 


NATIONALLY ADVERTISED PRICES SUBJECT TO CHANGE 


CARRIED BY RELIABLE HARDWARE JOBBERS 
WARP BROS, fener iitcorbiasric Winsow Martane ter i924 Chicago 51, Ill. 





